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Desirable ‘Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 








agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
Cities: 


Minals Wisconsin Missourl Pennsylvania 
Au-ora Milwaukee St. Joseph Altoona 
Cicero Racine St. Louis Chester 
Decatur Superior Erie 
East St. Louis Madison Nebraska Harrisburg 
Joliet Omaha Philadelphia 
Rockford Kansas Reading 
Wichita New Hampshire ae Wilkes Barre 
Topeka Concord York 
Manchester 
Nashua 


Michigan 


Indiana 
Evansville 


ary 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 





Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 


ASSO. 








A Progressive SURETY and CASUALTY Company 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
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HE KNOWS 


When a Lincoln National Life 
agent takes his contract he is given 
to understand just what he is sup= 
posed to do and how he is to do it. 


He istoaccomplish more than just SELL Insurance. 
He is to act as a life insurance counsellor and to give all 
the service possible to his policyholders. 


He is equipped to do these things by an educational 
course furnished by the Company by training under 


experienced supervision and by constant Home Office 


co-operation in all his field work. 


Such a definite service program aids all who 








ink up(jm p(w wiTH TH THE LINCOLN) 





The Lincoln National Life Insurance Co. 


"Its Name Indicates [ts Character’’ 


Lincoln Life Building 
Now More Than $260,000,000 in Force 


FORT WAYNE, INDIANA 
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Do You Know This Man? 


He has proved his ability 
as a successful producer. 


He has a financial respon- 
sibility of at least $25,000. 
He has a record of an 
earning capacity of at 
least $7,500 a year. 


He has a standing in his 
community which will en- 
able him to connect with 
the very best business 
and professional men in 
this territory. 


—This Man Can Qualify as Manager 


for the Best Territory now open in the Company’s entire field. 
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SPRINGFIELD © 
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If You Are This Man 


| | li 1 nois is Big Territory, a 


Big Opportunity, Big 


Men to Deal With, Big Business to 


be Written. 


It takes a Big Man, 


but for the Right Man is Oppor- 
tunity PLUS. 


The management at Springfield of a 
company with unquestioned strength, large 
surplus, and over one hundred millions 
of insurance in force. 


Plus 


Plus 
Plus 


Plus 
Plus 


Plus 


A liberal first year commission. 


A renewal commission for nine 
years. 


A collection fee during the life 
of the policy. 


An Office allowance. 


An allowance for expense of 


development. 


A collection commission on in- 
surance in force. The Com- 
pany entered Illinois in 1909. 


Write or wire Oppor- 
tunity, care of 
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The Art of Insurance 
Salesmanship 


Number 4 of 
William Alexander's 


Educational Series for Life In.’ 
surance Agents 


Full of Instructive and Enters 
taining matter 


PRICES: 


Single CODY <<< <o52cac eames 
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100 

250 

500 


THE ART OF SELLING 


A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates; 
Inspires 


PRICES, SILK CLOTH BINDING 


Single copy... . o.ss2.2s.50 Slee 
ZS COMICS = 6.5 coos seem ann 33.75 
Be ascieieie eins si dyeorerel ata cree oa 
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It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec- 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and their ex- 
periences. The other, Mr. Tun- 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub- 
lished by 


THE SPECTATOR COMPANY 
Cuicaco OFFICE: 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 





Entered as second-class matter June 28, 1879, @ 
$4.00 per annum. : 
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ublished every I j y The Spectator Company, at 135 William Street, New York, a 
office, New York, N. Y., under the a 


of March 8, 1879. THE Spectator, Volume CXI, Number II, July 12, 1923; 
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Does a Young Man Need Life Insurance? 


By WituiamM T. NAsH 


EVERAL instances of the hundreds which are 
occurring daily to illustrate the value of life 
insurance to the young man are here cited. 
Not always, perhaps, is the proof so immedi- 
ately and conclusively shown as in some of 
the experiences related, but it is safe to say 
that any young man who takes life insurance 
will realize, sooner or later, that it has been 

beneficial to him in many ways. A young man’s solicitude for 
father or mother, and his concern for all other obligations, including 
that of providing for his own future, when expressed in this way, is 
his best recommendation to those whose good opinions are of the 
greatest value to him, and cannot help but be a source of great 


satisfaction to himself. 


RaisED His Own SALARY 


A nineteen-year-old clerk in the office of the Chamber of Com- 
merce of one of the principal Western cities recently applied for 
life insurance and gave the name of the secretary of this association 
as one of his references. 

A day or two later this telephone conversation between the medical 
director of the insurance company and the secretary took place: 

Medical director: ““This is the So and So Life Insurance Com- 
pany and George Blank, a young man in your employ has applied 
to our company for insurance. Do you know of any reason why the 
policy should not be issued?” 

‘For whose benefit is George taking this insurance?” 

Medical director: ‘‘For his mother’s benefit.”’ 

“Wait a moment,” said the secretary. He left the telephone and 
returning a moment later said: “‘I just stepped over to the cashier’s 
desk and had that boy’s salary raised. Any young man who will 


cainiemenenes 
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Secretary : 


voluntarily take out life insurance for his mother and to help himself 
to save is the kind of boy we want to encourage and push to the 
front. Thank you for calling me.” 

That boy did not and could not realize the full significance of his 
manly act, but his employer caught it instantly. The secretary had 
no interest whatever in the policy itself, but he did have a very great 
interest in the motive and the principle which prompted this young 
man to get his life insured. 


From Firty CenTs A Day To HIGH PosiTION 

In a small inland village in one of the Midwest States there lived 
a very poor family. There was one son, Steve. This boy, still in 
his teens, was a tall, big-boned fellow and worked as helper in the 
local blacksmith shop at fifty cents a day. He was a good worker, 
and as that appealed to the sturdy men of that community who had 
become farm owners through their own hard work and frugality, there 
was forming among them the opinion that some day Steven would 
make his mark. Finally, through the influence of some of these friends, 
Steve got a better job—a job with a firm in a nearby city. But that 
job was only a means to anend. Steve knew down in his heart what 
he wanted to do, but fearing he would be laughed at, he had kept his 
ambition to himself. 

During the two years that Steve held this job in the city he attended 
night school, and studied every moment of his spare time and saved 
the pennies. Then he went back to the old home and finally mustered 
up the courage to tell one of his farmer friends that he wanted to 
be a lawyer. He had it all figured out that $1000 would carry him 
through school, but how to raise this large sum without security he 
did not know. About this time a life insurance agent from the 
county seat, who was acquainted in that community and knew 
Steve, happened along and soon learned of the young man’s troubles. 
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To make a long story short, this agent got the local doctor, the village 
storekeeper and eight farmers together at the doctor’s office that 
evening, and to these men he said: 

‘You men believe in this boy and want to help him, and your 
only risk would be if Steve should die. Now if each of you will 
give Steve $100, he will take out a policy of $1000 to secure you. 
You are willing to take a chance on his succeeding if you only knew 
that he would live, and now this policy will make you safe if he 
should not live.”” All agreed and Steve was given the money. 

Steve completed his law course, was admitted to the bar, and soon 
opened an office in the county seat of his home county, where he 
prospered from the first. And with the first money which he was 
able to save he repaid these good men who had befriended him and 
had his insurance transferred to his estate. 

This former blacksmith boy, at fifty cents a day, has since been 
honored with high positions of trust——first by his home county, later 
by his State, and finally by the United States Government. Steve 
now resides in the capital city of his State, where he has a large 
practice. Indeed, he is one of the really big men of the State, and 
many believe could be governor if he would accept the honor. 
And that first policy of $1000, which he still holds, was the foun- 


dation of it all. rae re 
SOMETHING LACKING 


A dapper-looking young man applied to a large business concern 
for a position. He was taken before the president, and upon ques- 
tioning the young man, as was the president’s custom with all appli- 
cants for position, this official learned that the young man’s father 
had mysteriously disappeared some years before and that the mother 
was supporting the family of two young daughters, this son and her- 
self by keeping boarders. In the course of the conversation the presi- 
dent asked the young man if he had any life insurance. 

“Oh, no,”” the young man replied very confidently, “I have no use 
for life insurance.” 

Although they were in need of additional office help at the time, 
this young man was not employed, and later on, when speaking of the 
matter to one of the office force, the president said: 

“Of course it is none of my business whether that young fellow 
has any use for life insurance or not, but I have learned from ex- 
perience that an employer has to be always on his guard to detect any 
weakness of character on the part of the young men he employs and 
who become a part of the business. It might be unfair to censure 
this young man for not having insurance at this particular time, but 
under the circumstances his ailifude toward life insurance is imexcus- 
able. 


or see the point to life insurance as it would affect her, is proof to 


His mother, struggling as she is, and his utter failure to grasp 


me that he is lacking in some of the essentials that go to make a man.” 

That same official one day called one of his clerks to his desk and 
said to him: ‘‘Henry, you have been with us for two years and you 
have made good. Now, I want you to know how you came to get 
your first position with us. It was that policy of insurance you had 
taken for your mother. That impressed me and was the means of 
securing you a position with this company. A young man who has 
to make his own way in the world can offer to an employer no better 
recommendation than a policy of insurance on his life. It reflects 


certain qualities that are indispensable to lasting success. 


EARMARKS 
The general office of a large and well-known corporation is in 
charge of one of the officials who has grown up with that company. 
For many years this official has done all the employing of the office 
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force, and his long experience has made him an expert in reading 
character and in the selection of young men fcr responsible positions 
He, himself, was heavily insured, and practically everyone in that 
office had followed his example, in so far as they were able. There 
was one young man, however, who refused to have anything to do 
with life insurance, although he was holding a responsible position 
and drawing a good salary, and on several occasions his employer 
Notwithstanding 
this, however, he still failed to see anything in life insurance for him, 


had recommended that he carry some insurance. 


or to grasp the importance of his employer's friendly advice. 

Finally this young man was discharged. And why? Let this 
long-headed business man, his employer, give the reasons in his own 
words: 

‘As it is one of my duties to keep posted regarding the home life 
and habits of each of our office employees,” he began, ‘‘I knew this 
young man’s circumstances well. I knew that his parents were com- 
paratively poor and that his only contribution toward the family’s 
support was the small amount he now and then gave his mother for 
board, and which was much less than he would have had to pay else- 
where. Moreover, he was saving nothing. His salary went for a 
good time, and he always was behind. When sick, his parents had 
to foot the bills. 


to bury him and go in debt to do it. 


And should his illness prove fatal, they would have 
And as well as he knew this, 
it seemed not to concern him in the least. 

“*Now the point I wish to make is that a young man who has nol 
both the business sense and the moral sense to carry life insurance is 
fundamentally deficient and cannot be trusted to fill the higher posi- 
tions in a great business. It is a matter of self-protection with us to 
select our young men with the greatest care, since all of them who 
come into our general offices are taken with the view of educating 
and advancing them step by step to the positions above them, and 
finally to take our places after we are gone. And a young man’s 
attitude toward life insurance signifies every bit as much, and is as 
much an earmark, as would be his attitude toward any other vital 
business or moral principle.” 


“JUST TO PLEASE THE Boss” 

““Just fourteen years ago,”’ said a traveling dry goods salesman the 
other day, “‘the head of our firm, who was getting his life insured, 
said to me: 

““ “Sidney, you ought to have some life insurance, and now is the 
time for you to get it. My two boys are insured, and if I had my 
life to live over again I would get all the life insurance I could carty 
while I was young.’ 

*‘Well, to make a long story short, I fell for the boss’s advice and 
took out a $5000 policy. 


payable to my little sister. 


I was single then and had the policy made 

Later on I married, and of course took 
out other insurance for my wife. ‘Iwo years later sister died and 
then I had the policy which I was carrying for her changed to my 
wife. 

‘When I took out that first policy I never gave a thought to the 
savings part of it. I took it, first to please the boss, and second be- 
cause it would be something for sister if anything should happen to 
me. I paid the installments as they came due, just as I would pay 
the premiums on a fire insurance policy, and thought nothing more 
about it. 

“A week ago I paid the last premium on that policy, and to-day 


I went to the safety deposit box to deposit the receipt. In looking 


(Continued on Page 29) 
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SAFETY METHODS 

HE inauguration of a municipal in- 

quiry into the cause of the recent 
Brooklyn, N. Y., elevated railroad disas- 
ter and into safety conditions on the en- 
tire system emphasizes the necessity for 
precautionary measures, inasmuch as it 
bears out the fact that most investigations 
instigated on behalf of the public safety 
do not commence until after an accident 
occurs. The deaths of eight persons in 
this wreck also furnish examples of the 
need for insurance to protect family and 
earning power when an individual is 
killed or is incapacitated through injuries 
received while on a common carrier or 
elsewhere. 

As in the case of the fire losses suffered 
throughout the United States each year, 
nothing is done until some happening 
brings a gasp of horror to the particular 
locality or to the nation at large. Then, 
when it is too late to be of any benefit to 
the victims, popular indignation demands 
investigations, usually availing _ little. 
While it is all very well to carry out pre- 
ventative measures after a disaster, with 
a view to making recurrence impossible, 
it is much better to adopt safety practices 
before any lives are lost. This can be ac- 
complished by enforcing thorough, sys- 
tematic inspection of transit lines on the 
part of competent engineers and by re- 
moving causes of danger, building with 
proper materials, providing adequate 
exits and making use of sprinkler systems 
and extinguishers where fire potentialities 
exist in dwellings and structures. Com- 


mon carriers especially should be subject 
to regulations having for their aim the 
continuous safety of passengers by the 
elimination of worn machinery, defective 
parts and hazards of every class. 





THE DAILEY COMMITTEE 

HE report of the committee which 

has been examining fire insurance 
conditions in Illinois under the chairman- 
ship of Senator John Dailey, full accounts 
of which have been appearing in the col- 
umns of THE SPECTATOR for many weeks 
past, has just been filed and contains some 
interesting observations. After delving 
into records of all kinds connected with 
the business of fire insurance as operative 
in Illinois, and after hearing numerous 
witnesses on the pros and cons of almost 
every question before the committee, the 
investigators have tabulated the results of 
their findings and have made several im- 
portant recommendations. Foremost 
among these is recognition of the fact that 
mandatory legislation seeking to govern 
the regulation of rates without due con- 
sideration of the interests of the insur- 
ance companies and the welfare of the 
business is detrimental to the entire insti- 
tution of insurance. 

Some form of supervision over rate- 
making is suggested by the committee, 
but anything in the nature of monopolistic 
control of rates is condemned. The word- 
ing of the report on this subject is definite 
and concise, and may well be taken as 
dicta in future negotiations regarding 
rates. The investigators that : 
“Neither this committee could recom- 
mend nor the legislature afford to adopt 
a drastic form of rate regulation and con- 
trol, so as to make it impossible for these 
financial institutions to furnish coverage 
the 


say 


for indemnity and protection to 
people of this State.” 

Other recommendations tended toward 
the simplification of the insurance laws of 
Illinois, a revocation of the valued policy 
law in theory and practice, and the re- 
moval of the burden of indirect taxation 
now falling upon the shoulders of the 
The adoption of a standard 
fire insurance policy throughout the State 


companies. 


of Illinois was unanimously endorsed, and 
it was further stated that, where a policy 
is issued through an underwriters’ annex, 
the name of the parent company guaran- 
teeing the payment of the policy should 
appear on the policy contract in larger 
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type than the designation of the issuing 
annex. 

With the vast number of legislative at- 
tacks, investigations and appraisements 
now being directed at the institution of 
insurance, and latterly with particular in- 
tensity at fire insurance, it is gratifying 
to note the features of the Dailey Com- 
mittee report. An honest and open at- 
tempt to offer such recommendations as 
will be conducive to equitable and just un- 
derwriting of risks and settlement of 
losses is everywhere in evidence through- 
out its pages, and such slight friction as 
developed during the hearings is lost sight 
of in a consideration of the results 
achieved. If the recommendations pro- 
mulgated lead to definite action in the 
direction of the reforms suggested, the 
members of the committee may well rest 
on their laurels. 





THE LUSITANIA 

HE problem of salvaging the Lusi- 

tania has been compared to prospect- 
ing for gold in its degree of incalculable 
uncertainty and improbability of success. 
And yet, one of the news items of the 
day is the fact that the task is being un- 
dertaken with avidity by level-headed 
British parties who profess confidence in 
the plan and have appropriated what is 
doubtless an adequate sum of money to 
complete the endeavor. It may well be 
that theoretical and mechanical engineer- 
ing give credence to the belief that the 
attempt will not fail. The prize to be 
recovered is mostly gold, of which the 
Lusitania is said to have carried $5,000,- 
ooo worth in her strong room, plus 
jewelry valued at $1,000,000 in the 
purser’s safe. 

If the Lusitania venture succeeds and 
the method of engineering such feats of 
recovery is rendered fairly inexpensive, 
an entirely new light will be thrown on 
marine insurance. Results will be salu- 
tary for shipping and insurance enter- 
prises, losses to the latter will be greatly 
reduced, and the former will benefit ac- 
cordingly. 

Science has practically conquered the 
air, and it is only reasonable to believe 
that marine engineering progress is keep- 
ing pace with scientific development gen- 
erally. Marine insurance circles should 
look upon the present Lusitania salvage 
undertaking as auspicious for their busi- 
ness. 
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Regulus Lived Up 
To His Faith 


story goes, he was captured by the Carthaginians and held a slave for many 
years. 


to Carthage and forfeit his life. The supposition was that the old Roman would 


into submission. But the supposition went wrong. 
Regulus urged Rome to fight on. 


Naturally his friends begged him to stay and not return to Carthage. “I have 
given my word,” he replied, and went back to die. 


living up to it.” In every home some modern Regulus is living up to the faith. In 
every home someone has given his word. Life insurance justifies faith and loyalty. 
No man has any right to weaken or destroy any faith which he cannot, or will not, 
replace with a loftier. 


The Prudential 


minal Insurance Company of America 


STRENGTH OF” 


ae EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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HE self-sacrifice of Regulus is one of the great glories of history. As the | 


advertise the power and strength of the African town and scare his own country | 





Later he was sent back to Rome with instructions to advise his country to sue | 
for peace. If peace resulted, Regulus was to go free—if not he was to return | 


And yet, as Thackeray said: ’Tis not the dying for a faith that is so hard, ’tis the | 


| 
| 
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“OLD ASSOCIATION”? MEETS 





Fifty-first Annual Session of New 
York State Association of Super- 
vising and Adjusting Agents 





L. C. BREED IS NEW PRESIDENT 





Over Two Hundred in Attendance—F, R, 
Morgaridge Delivers Principal 


Address 
[Special Dispatch from a Staff Correspondent] 
SarANAC INN, N. Y., July 10—L. C. Breed, 


special agent at Albany of the National lire 
Insurance Company of Hartford, was to-day 
elected president of the New York State As- 
sociation of Supervising and Adjusting Tire 
Insurance Agents, more generally known as 
the “Old Association,” at the fifty-first annual 
meeting being held here. W. H. Taylor, special 
agent at Utica of the American Central In- 
surance Company. was elected vice-president ; 
R. F. Vanvranken,, secretary-treasurer, and J. 
B. Dacey, chairman of the executive committee. 
Other members elected to the executive com- 
mittee were: J. G. Currie, L. G. Leonard, 
Robert Forest, C. A. Tillotson, G. W. Ingalls, 
and L. E. Potter. 

More than two hundred members and _ their 
guests were present to-day for the convention. 
A long session was held this morning and the 
afternoon devoted to golfing, tennis, baseball 
and bridge. <A_ beautiful silver trophy was 
presented to the association this year by J. M. 
Carothers, past president, which will be com- 
peted for annually. Prizes were offered for 
the other sports as well. 

Frank R. Morgaridge, chief of the arsen 
squad of the National Board of Fire Under 
writers, was the principal speaker of the day, 
and his talk was the subject of much favorable 
comment. Ile was given an honorary member 
ship in the association in recognition of his 
work. 

John A. Jordan, president of the “Old As- 
sociation,’ made a deep impression by his ad- 
dress. The president spoke, in part, as follows: 

I welcome you to the fifty-lirst meeting of 
the “Old Association.” Twenty years ago on 
the beautiful St. Lawrence, in that hotel of 
pleasant memories, the one and only Frontenac, 
the speaker attended his first meeting of the 
supervising and adjusting agents, and since his 
election to membership has missed but one 
summer meeting. 

In those days there was no general adjust- 
ment bureau, inspection service by the rating 
organization was meager, and a special agent 
was adjuster, rate-maker, and general all- 
around man in the employ of his company. It 
has been suggested, at the commencement of 
our second fifty years of existence, that it 
might be appropriate to change the name of 
this organization to “Soliciting, Collecting, and 
Rate-Checking Field Mens Association.” 

We are now surrounded by a multitude of 
bureaus, our offices are filled with departments 
not dreamed of twenty years ago, and, in spite 
of all these changes, our loss ratios are steadily 
mounting and expense ratios following suit. — 

In the case of our rating organization, when- 
ever an unusual loss occurs a new rule is 
adopted to prevent a repetition of a loss of like 
nature and the agent who is fortunate enough 

(Continued on page 11) 

















'sday 


aTS 


New 


dent] 
sreed, 
lire 
0-day 
» As- 
lire 
nas 
nnual 
yecial 
1 In- 
dent ; 
nd J. 
ittee. 
com- 
nard, 


ralls, 


their 
ition, 
| the 
eball 
was 

M. 
com- 


for 


and 


of 
nts 
pite 
dily 


en- 

is 
like 
igh 

















July 12, 1923 


THE SPECTATOR 





Casualty, Surety, Etc. 








ACCIDENT WARNING SENT 


Pennsylvania Railroad Emphasizes 
Need for Caution 


GRADE CROSSING DANGERS 


Company Makes Public Figures for Past 
Month—Increase in Number of Acci- 
dents is 60 Per Cent Over June, 
1922 
The Pennsylvania Railroad System has sent 
out a bulletin, under date of July 8, warning 
the public of the need for greater caution at 
erade crossings and giving the number of acci- 
dents which occurred at such places during the 
past month. The text of the bulletin is as fol- 

lows : 

Despite all efforts to emphasize the perils of 
recklessness, grade crossing accidents on the 
Pennsylvania Railroad System, during June, 
showed an increase of 60 per cent, as compared 
with the corresponding month of 1922, and an 
increase of TI5 per cent over the same month 
of 1921. A large majority of these accidents 
involved motor vehicles. The month's records 
for all three years, as compiled by the com- 


pany’s insurance department, show the fol- 
lowing: 
Total No. of No. of 
No.of Persons Persons 
Accidents Killed Injured 
ne, NOSE. occas stances 19 6 20 
June, 1922 cewcccevsnecere 23 14 21 
Pune, L028... ccjccwse ctcees 33 19 37 


Reports of casualties on the streets and high- 
ways, which appear daily in the newspapers 
throughout the country indicate that the experi- 
ence of the Pennsylvania Railroad in this re- 
spect, closely corresponds to that of the coun- 
try as a whole. If the record of accidents at 
crossings for June may be regarded as the 
trend of such accidents generally, the showing 
for the present summer will be by far the most 
deplorable yet recorded. 

An examination of the accident reports shows 
that defective automobile brakes, disregard of 
crossing watchmen’s signals to stop, stalling on 
tracks, high speed and other forms of  reck- 
less driving are the primary causes of the in- 
crease in deaths and injuries at highway 
crossings. 

In a typical case reported last week the 
driver of a motor truck, accompanied by two 
other persons, attempted to cross the track 
ahead of a passenger train after other people 
had stopped and were waiting for train to pass. 
The truck was struck by the train and one 
person was killed and two seriously injured. 
Many instances of utter disregard of crossing 
watchman’s signal to stop are reported daily, 
and running through crossing gates while they 
are lowered for trains to pass, is a common 
occurrence. 





Use of Canaries in Mine-Rescue Work 

\ canary in a small portable cage is an 
almost indispensable adjunct to rescue work 
after a mine explosion or during a mine fire, 
according to a report prepared by a subcom- 
mittee of the International Mine Rescue Stand- 
ardization Committee, published in Technical 
Paper 334, Department of the Interior, Bureau 
of Mines. The symptoms manifested under- 
ground by a canary in the presence of carbon 


monoxide are an increased rate of breathing, 
often accompanied by opening of the mouth, 
fluttering and unsteadiness on perch, and at last 
—sometimes almost instantly—unconsciousness 


and death. It is advisable to hold the canary 
occasionally at least as high as the head, partic- 
ularly if the person testing is not wearing 
apparatus, so that the air breathed by the 
canary will correspond with that in proximity 
to his nostrils. Canaries also show distress in 
air markedly deficient in oxygen or high in car- 
bon dioxide (4 to 6 per cent). Further in- 
formation regarding the effects of carbon 
monoxide on canaries is given in Technical 
Papers 62 and 133 of the Bureau of Mines. 


E. H. DRIGGS APPOINTED 


York Indemnity Names 
Agent for Brooklyn 


New General 
The appointment of Edmund H. Driggs as 
agent of the New York Indemnity 
Company for Brooklyn, N. Y., is announced. 
This appointment is in addition to the J. E. 
Donovan & Co. agency, which was announced 
some time ago, and will in no way conflict with 
the Donovan agency appointment. 

The Edmund H. Driggs agency is the largest 
in Brooklyn and one of the largest casualty 
agencies in the United States. Edmund H. 
Driggs has been in the insurance business for 
over forty years and during that time has been 
Mr. Driggs 


general 


identified with only five companies. 
is prominent in the political and civic life of 
Brooklyn, and his family has been identified 
with the insurance business for over seventy 
years. 

Mr. Driggs has associated with him Joseph 
J. Healy, E. H. Driggs, Jr, and John A. 
McCusker. The New York Indemnity is 
entered in over thirty States and has one or 
more general agents or branch offices in each 
one of these States, besides having claim and 
principal 


inspection departments in all the 


centers. 


Joint Outing in Philadelphia 

The employees of the Insurance Company of 
North America and the Indemnity Insurance 
Company of North America, Philadelphia, re- 
cently held their annual outing on the campus 
of Haverford College. 

The members were divided into two teams, 
blue and white. Athletic events occupied most 
of the afternoon. A baseball game between the 
men and women was one of the features that 
proved attractive, as the men dressed in skirts 
and played left handed. Races, tennis, jumping 
and swimming kept the entire crowd happy. 

In the evening the entire organization was 
banqueted in Ardmore, a town nearby. Bal- 
loons, whistles and lusty voices added much 
to the pleasure of the dinner. After this a 
silver-loving cup was presented by C. W. 
Miller, third vice-president of the Indemnity 
Insurance Company of North America to the 
captain of the Whites for winning most of the 
events of the day. Mr. John Kremer, secretary 
of the Insurance Company of North America, 
presented a gold basketball to each member 
of the company’s basket ball team for winning 
second place in the league. 
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WISCONSIN COMPENSATION RATES 


Increased Benefits Provided After Recent 
Revision of Schedule 

Mapison, Wis., July 9.—The Compensation 
Insurance Board, composed of Platt Whitman, 
Commissioner of Insurance; F. M. Wilcox, 
chairman of the Industrial Commission, and T. 
W. Broughton, secretary of the board, has ap- 
proved, effective July 1, 1923, gross rates for 
workmen’s compensation insurance. The insur- 
ance rates effective July 1 include the cost of 
the 1923 amendment to the Workmens Com- 
pensation Law by reason of the passage of Bill 
745-a. This amendment results in increased 
benefits to injured workmen and increases the 
cost of the law, exclusive of medical aid 13.9 
per cent, or an increase of 9.5 per cent over 
the entire cost of the 1921 act. 

The new workmen’s compensation insurance 
rates are based on a recent revision and in spite 
of the increased cost of 9.5 per cent will mean 
a decrease of about I per cent in the collectible 
rate level. Some rates will be higher and 
others lower, depending upon the experience 
of each classification, the net results, however, 
being that these rates show a net decrease of 
I per cent over the old rates. The former 
sch ‘ule rating plan has been discarded and the 
new i.dustrial compensation rating schedule, 
1923, made effective concurrently with the new 
rates. 


National Association of Insurance Agents 


The twenty-eighth annual convention of the 
National Association of Insurance Agents meets 
in the new Statler Hotel, Buffalo, N. Y., from 
August 21 to 24. 

There are many matters up for discussion 
since the last annual gathering and the inter- 
est of insurance companies in agency organiza- 
tions all over the country is at its height. The 
meeting, therefore, promises to be both enter- 
taining and instructive. The National Associa- 
tion, through its secretary, Walter H. Bennett, 
has sent out a call to all members to be present. 

Arrangements have been made with the rail- 
roads to grant a rate of one and one-half fares 
for the round trip and it will be necessary to 
use the railroad certificate enclosed with each 
ticket purchased in order to share in this cut. 
The point is brought out that one such cer- 
tificate will be sufficient for a member and his 
family. Additional certificates will be supplied 
in the case of two or more members of an 
agency wishing to attend. 


Fifty-Fifth Anniversary Number 


THE SpecTATOR of New York city issues as 
of May 31 a splendid quinquennial number, a 
story of fifty-five years of service to insurance. 
THE SPECTATOR was first published in Chicago. 
It publishes also and carries in stock 1525 in- 
surance books and pamphlets and_ charts. 
Though devoted to the principles and prac- 
tices of all kinds of sound insurance it also 
is a good insurance news weekly. Among the 
contributcrs we note: United States Senator 
Copeland, Job E. Hedges, Arthur L. J. Smith, 
I. G. Richards, E. A. St. John, Edward C. 
Iunt, Geo. I. Cochran, E. G. Trimble, E. A. 
Woods, Bina M. West and others eminent 
in American insurance.—The Coast Review. 
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OVER HALF A CENTURY OF INSURANCE SERVICE 





SOME FIRE, CASUALTY AND MISCELLANEOUS INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK, 1923 


FIRE AND MARINE VOLUME $15; 
MISCELLANEOUS VOLUME $15; 


LIFE INSURANCE VOLUME $15; 
SET OF THREE VOLUMES $35; 


CASUALTY, SURETY AND 
ANY TWO, $25 





Fire and Marine Publications 


Agents’ and Inspectors’ Pocketbook of Fire Protection 
Agent’s Key to Fire Insurance 

Building Construction as Applied to Fire Insurance 
Condensed Chemical Dictionary 

Crane’s Expiration Registers 

Distribution by States of Fire Ins -- nce 

Fire Insurance Agent and His .\;,-ucy 

Fire Insurance Inspection and Underwriting (1923 edition) 
Fire Insurance Law Chart 

Fire Insurance Laws, Taxes and Fees 

Fire Insurance Pocket Index 

Fire Prevention and Protection 

Fire Underwriters’ Rating Bureau Map 

Fire Underwriting Profit and Loss Tables 

Hand Book for Fire Insurance Agents 

Mutual Fire Insurance Fallacies 

Operation of 80% Average Clause 

Quick Pro Rata Premium Table 

Ready Reckoner for Earned and Unearned Premiums 
Ready Reference Ledger 

Reports of Fire Insurance Companies 

Semmann’s Fire Insurance Cancellation Tables 
Special Agents’ and Adjusters’ Handbook 

Special Agents’ Electrical Handbook 

Stock vs. Mutual Insurance 

Underwriters at Lloyds, London 

Universal Manual of Fire Insurance Cancellations 
Weakness of Mutual Fire Insurance 

Where Fire Insurance Dividends Come From 


$2.50 
3.50 
1.50 
5.30 
6.50 up 
20.00 
1.00 
6.00 
3.00 
25.00 
75 
4.25 
3.00 
10 
1.50 
10 
.06 
.50 
7.50 
5.00 
5.00 
2.00 
2.00 
1.00 
10 
10 
3.00 
10 
10 





Casualty and Miscellaneous Insurance Publications 


Accident Insurance Manual $4.50 
Adjusters’ Manual for the Settlement of Accident and Health 
Claims 3.00 
Causes of Disability 10.00 
Classification of Occupations for Accident and Health Insurance 1.50 
Claims Arising from Results of Personal Injuries 3.50 
Daily Casualties—an accident leaflet 10 
Defying Fate—an accident leaflet .10 
Digest of Workmen’s Compensation Law in the United States 5.00 


Handy Chart of Casualty and other Miscellaneous Insurance 
Companies in America 75 


Health and Life Insurance Tables 10.00 
Industrial Claim Adjuster, The 1.00 
Investigators’ and Adjusters’ Hand Book 2.50 
Manual of Fidelity Insurance and Corporate Suretyship 2.00 
Method of Deducing Liability Rates 1.00 
Practice of Insurance Against Accidents and Employer’ Liability 2.50 
Pocket Register of Accident Insurance 75 
Principles of Surety Underwriting 3.50 
Selection of Risks by the Casualty Solicitor .50 
Social Insurance, by I. M. Rubinow 4.20 
Something is Always Happening—an accident leaflet .10 
Standard Accident Table, A 1.50 
Tables of Comparative Benefits of Various Compensation Laws __1.00 
This May Happen to You 25 
Thousand and One Hints to Industrial Agents 1.60 
Underwriting and Investment Profits and Losses .10 


Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for complete Catalogue of Insurance Publications with descriptive circular of books listed above 





BUILDING CONSTRUCTION 
AS APPLIED TO FIRE INSURANCE 
By Cuar.es C. DoMINGE 
Also 


INSPECTING FOR FIRE 
INSURANCE PURPOSES 


By Water O. LincoLn 


PRICES: 


In Paper Cover, $1.00 
In Substantial Cloth Binding $1.50 











WHEN IT IS PUBLISHED BY 
THE SPECTATOR COMPANY 
IT IS 

THE STANDARD WORK 
ON THE SUBJECT 





TWO GOOD SELLERS 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 
Third edition—Revised and enlarged 
By C. C. Domtnas and W. O. Lincotn 
Price $6.00 


THE AGENT’S KEY TO FIRE INSURANCE 


Third edition—Revised and enlarged 
By Rosert P. BARBourR 
Price $3.50 











THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 
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Tornado Insurance Association Meets 

With an attendance of forty companies out 
of a membership of one hundred and three, the, 
Southern Tornado Insurance Association held 
its annual meeting in New York city recently 
and elected its officers for the next year. 

After the elections, it was decided to submit 
some of the problems under discussion to a mail 
vote, because the number of voting representa- 
tives present was not sufficient to justify action 
during the meeting. Use and occupancy insur- 
ance, a determination not to change the 50 per 
cent coinsurance clause and other matters were 
referred to the executive committee and to 
special committees reporting to the former. The 
officials elected were as follows: President, 
A. R. Phillips, Great American; vice-president, 
Dowdell Brown, Commercial Union; secretary, 
H. G. Foard, Home. Executive committee.— 
0. F. Grover, Continental; Wallace Kelly, 
Yorkshire; J. D. Lester, Globe and Rutgers; 
W. Ross McCain, A¢tna; R. Thommasson. 
North British and Mercantile. 


A Motorized 

In 1922 motor vehicle registrations more than 
maintained the rate of rapid increase which 
has caused the total registration to grow from 
3,500,000 in 1916 to 12,238,375 motor cars and 
trucks at the of 1922, according to the 
United States Bureau of Last 
year the increase amounted to 1,775,080 regis- 


Nation 


end 
Public Roads. 


trations compared with an average yearly rate 
of 1,390,000 for the preceding five years. 

The table issued by the bureau gives regis- 
trations by States, which total as follows for 


the whole United States: Private passenger 


cars, 10,890,112; taxicabs, busses and cars for 
hire, 69,4590; motor trucks and commercial 
cars, 1,278,804; trailers, 29,328; motorcycles, 
182,714. 


A comparison of the truck registration figures 
with those for the preceding year shows an in- 
crease of 30 per cent, indicating that this phase 
of highway transport is undergoing rapid devel- 
opment. The increase in truck registration is 
not confined to industrial Many 
farmers are changing their method of hauling 
as a result of road improvement. 

The total gross registration revenue amounted 


sections. 


to $152,047,823, of which $117,093,116 was ap- 
plied to road work under the supervision of 
the State 
States taxed gasoline, deriving a revenue of 
$11,923,442. Of this amount $6,474,178 was 
spent under the supervision of the State high- 


highway departments. Eighteen 


way departments.—Financial-Insurance News. 


Chartered Insurance Institute Conference 

The annual conference of the Chartered In- 
surance Institute was held on June 29 at Man- 
chester, England. Prizes were awarded and 
special recognition given to ranking candidates 
for fellowships and associateships in the vari- 
ous branches of insurance activity. Sir Arthur 
Worley, C.B.E., F.C.I.1., general manager of 
the North Mercantile Insurance 


sritish and 


Company, Limited, was elected president. 


MOTOR CAR INSURANCE 


Operation of New Law Defined Ac- 
cording to Carrying Capacity 


REQUIREMENTS STATED 


Michigan Public Utilities Commission Gets 
Broad Powers Under Recent Ruling 
LANSING, Micu., July 10—The Michigan 

Public Utilities Commission is now engaged in 
checking up on all motor vehicle transporta- 
tion systems throughout the State in order to 
have them comply with the new law passed at 
the recent session of the legislature. Personal 
liability and property-damage insurance is one 
of the main points in the new law. 

The new law gives the utilities commission 
the same vast powers over motor transporta- 
tion vehicles that it now exercises over rail- 
roads and electric railways. The motor carrier 
must comply with all regulations of the commis- 
sion before a license to do business is issued, 
and failure to comply with the regulations fol- 
lowing issuing of the license will result in its 
being canceled. 

The insurance requirements fixed by the com- 
mission provide that busses of from one to 
twelve passenger capacity must carry a mini- 
of $10,000 insurance for personal 
juries to passengers. The limit to any one per- 
Busses of from 


mum in- 
son injured is placed at $5000. 
twelve to twenty passenger capacity have the 
minimum limit for this protection fixed at $15,- 
000; from twenty-one to thirty passegners at 
$20,000, and all over thirty passengers at $25,- 
ooo. In all cases the limit to any one passen- 
ger is $5000. Passenger busses also are re- 
quired to carry $1000 in property liability in- 
surance in favor of patrons. 

Motor-truck lines are required to carry prop- 
erty insurance sufficient to cover the full value 
of all property transported by them. 


Autos Kill 891 in 6 Months in New York 


Persons killed by automobiles in the first six 
months of this year in New York State num- 
bered 891, according to the report of the Na- 
Highways issued 
Of this number, 380 were children 
under sixteen years old. It is an increase of 
so per cent for the same period in 1920. Of 
the total, 667 have been killed since April 1. 

If this continues, Colonel Edward S. 
Cornell, president of the society, said, fatalities 
in New York State for 1923 will number 2200. 
Revocation of the licenses of careless drivers 


tional Protective Society, 


Saturday. 


rate 


is the only way the destruction of life can be 
checked, he said —New York Tribune. 
Leonard-Tendler Bout Insured 

aggregating $375,000 has been 
taken out on the Benny Leonard-Lew Tendler 
fight for the world’s lightweight championship 
The two boxers are insured for 
Johnston, 
matchmaker, and the protection covers illness, 


Insurance 


on July 23. 


$100,000 each, announced Jimmy 
injury or death in advance of the date of the 


bout occurring to either of the pugilists. 
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Written in Lloyds of London, the insurance 
also includes $100,000 against the burning of 
the stadium where the fight will be held. The 
remaining $75,000 of the total amount of cov- 
erage is made up by rain insurance guarantee- 
ing the payment of $75,000 in the event that 
one-tenth of an inch of rain falls between 
4 P. M. and 3 A. M. on July 23. 

This is said to be the first time that a boxing 
bout has thus been completely insured and it 
may set a precedent for other promoters of 
championship fights to follow. 


TEXAS COMPENSATION RATES 


Afiairs of Rating Bureau Taken Over by 
Fire Commission 

Austin, Tex., July 9 —Carrying out the pro- 
visions of the act of the Thirty-eighth Legisla- 
ture now effective, the State Fire Insurance 
Commission has taken over the rate making 
for workmen’s compensation insurance, it was 
announced. All furniture, fixtures and records 
of the rate-making bureau which has been main- 
tained at Dallas have been removed to Austin 
and installed in the department of the Fire 
Insurance Commission. 

“In taking over this department,’ said a 
statement by the commission, “the commission 
has retained the services of quite a few of the 
old employees who are familiar with the duties 
connected with rate making. The commission, 
however, is endeavoring to secure the services 
of a capable man versed in the art of rate 
making, to place at the head of this new divi- 
sion, whose duty it will be to compile the neces- 
sary and that the commission 
may be prepared to promulgate equitable and 
just rates from information secured in Texas, 
having to do with the various risks on com- 


statistics data 


pensation rates to be applied in this State.” 

“When this newly created division is prop- 
erly organized,” continued the statement, “with 
experienced assistants and begins to function, 
as contemplated by law, the commission will 
assume direct charge of the rate making and 
promulgate the rates to be used by carriers in 
the future.” 


George Weaver Appointed 

George Weaver has been appointed manager 
of the Philadelphia branch office bonding de- 
partment of the Standard Accident Insurance 
Company, Detroit. The move goes into effect 
at once and Mr. Weaver’s territory will take 
in Eastern Pennsylvania and Southern New 
Jersey. 

An experienced surety Mr. 
Weaver was for six years at the head of the 
bonding department of Stokes, Packard, 
Haughton & Smith, general agents for the 
Royal Indemnity in the Quaker city. Before 
that he was manager of the bonding depart- 
ment of the A®tna Casualty and Surety in 
Philadelphia and is one of the oldest and best 
known surety underwriters in that section. The 
new position should prove of benefit to both 
Mr. Weaver and the Standard Accident. 


underwriter, 
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GENERAL INSURANCE OFFICES 


WILL IN 1923 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 

This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1923 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 
IN oi cone eb Shack eee yeanate eee $ 32,633,933 .05 





LESTE 01 ETC 5 Ne ora eae ONO RRR DEUS Bhat od 28,512,821 .50 
Capital aud Gurplus...... 2.25 0csccacecssens 4,121,111 .55 
TMSUPANCE EA HOLEE é.6 65.5 < coc. 5 os dsis.a.ce c erdtewine 230,322,163 .00 


Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 
ALR OLO a sick rstg eraterssere na wats nepy vorrei ee $30,051,860 .92 


JOHN G. WALKER, President. 











THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 
CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be _ 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of fost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange NEW YORK 


STABILITY 


—the avenue of individual, business and 
national progress. 


The predominant characteristic of American 
institutions and home life. 


—The unquestioned basis of legal reserve 
Life Insurance protection. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 

















A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 











“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
IZ iCanies:.....<.6ci:.< $5.00 100 Copies...... $25.00 
20 GOpies. ... 6.6%. 9.00 500 Copies...... 100.00 
50 Copies.......... 15.00 1000 Copies...... 175.00 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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“Qld Association” Meets 
(Concluded from page 6) 
to draw a form that will pass muster at the 
stamping office is considered one of the seven 
wonders of the world. 

In other words, gentlemen, have we not car- 
ried to excess in undue extent our underwriting 
rules? We are told that our companies dictate 
the rules. That is true; no doubt they make 
rules, and in too many cases the making of 
these rules is the extent of its fullfilment, as 
they are made only to be disregarded in our 
strife for business and popularity. Would it 
not be better to have ten underwriting com- 
mandments and live up to them than to have 
4 multitude of “Thou Shalt Nots” in our book 
of discipline, only to be brushed aside in busi- 
ness competition ? 

In the change that has occurred during the 


One of the features of the pamphlet is a long 
quotation from the report of the special 
examination of the New York State Insurance 
Fund, made by Jeremiah F. Connor, exposing 
the weaknesses of the fund mentioned, as well 
as of the general system. 

The pamphlet, State Insurance Funds, con- 
stitutes a strong argument 
conduct of insurance by the State, and should 
be widely distributed in territories where agita- 
The price 


very against the 


tion for State insurance prevails. 
of this pamphlet is 25 cents per copy, with 
liberal discounts on quantity orders, and The 
Spectator Company is sole selling agent for the 
insurance world. 


MERGER COMPLETED 


Accident Taken Over by 
Federal Life 


Bankers 


POLICY CONTRACTS RETAINED 


E. C. Budlong Goes to New Company as 
Vice-President and General Manager 
of Accident and Health Department 
Cuicaco, Irt., July 1to—The Federal Life 

Insurance Company of Chicago is taking over 

the Bankers Accident Insurance Company of 

Des Moines, the actual transfer of company 

records and moving to Chicago to be effected 











eS past twelve months in our rating organization — SS within the next few months. 
11.55 methods of doing business, and the increase of WISCONSIN RATE REDUCTIONS E. C. Budlong, vice-president and general 


the authority of the insurance department, the manager of the Bankers Accident, will go with 








feld man has become more and more a cog 
in the wheel of the insurance business. We 
are now under the supervision not only of our 
respective companies, but also the department 
at Albany, and the average field man is in a 
position to receive his instructions by rule of 
how, rather than the rule of personal honor 
and integrity. 

It has occurred to me that at the commence- 
ment of our second fifty years of this organiza- 
tion, so rich in past memories, can be made 
an active, progressive force in the field man’s 
life. Our rating organization meetings will in 
the future probably be held onlv two or three 
times a year, and the restraint which our 
monthly and bi-monthly meetings had over the 
field men would be removed. 

Several company managers were present, 
among them being A. G. Martin, United States 
manager of the Northern of London, and C. R. 
Perkins, assistant United States manager of 
the North British and Mercantile. Tom Gal- 
lagher of Chicago was also at the meeting and 


gave an interesting impromptu talk. 


STATE INSURANCE FUNDS 


Opinions of Prominent Men and Organiza- 
tions Opposed to Government 
Operation 
A thirty-eight page pamphlet has been issued 
under the ‘title “State Insurance Funds,” which 
embraces President Harding's motto, “less Gov- 
ernment in business; more business.in govern- 


ment,” and includes numerous expressions of 


opinion in opposition to government owner- 
ship or its assumption of functions which can 
be well carried on by private individuals or 
corporations. 

These opinions were compiled by the late 
‘Bradbury's 
Workmens 


well-known 


Harry B. Bradbury, author of 


Rules of Pleading, “Bradbury’s 


Compensation Laws,” etc., and a 
expert on insurance law, and give the opinions 
of Ex-President Woodrow Wilson, Ex-Vice- 
President Thomas R. Marshall, and numerous 
State governors, Insurance Commissioners and 
other officials, as well as of United States sen- 
ators and congressmen and prominent business 
men and organizations. 

This pamphlet is of great use in offsetting 
popular or legislative clamor in favor of State 
com- 


funds to conduct workmen’s 


fire, or other classes of insurance. 


insurance 


pensation, 


Statement Regarding Fire Fund Also Is- 
sued—Surplus Increased $30,000 in 
Past Six Months 

Maptson, Wis., July 9.—Platt 

Commissioner of Insurance, has filed his deci- 

sion on the hearing of fire and insurance rates 

for reductions of from 10 per cent to 25 per 

cent and the case is expected to go to circuit 


Whitman, 


court. ‘ 

Insurance companies made filings on August 
I, 1922, which were disapproved by the Com- 
The order of the Commissioner re- 
duced rates as follows: Tornado insurance, 25 
per cent; buildings and carpenters’ risk, 15 per 
cent; blanket forms of fire insurance, about 10 


missioner. 


per cent. 

The order also disapproved a number of un- 
derwriting rules on the grounds that their 
enforcement would be detrimental to the policy- 
holders of the State. 

In a recent decision the Commissioner holds 
that from the evidence presented he finds no 
reason to alter his original order, with the 
one exception that the rule relating to mini- 
mum premiums which has been heretofore dis- 
approved is now approved. 

The Commissioner has also issued a state- 
ment relating to the State Fire Insurance Fund 
and showing the condition of the fund as of 
June 30, 1923. This statement shows admitted 
assets of $695,930, unearned premium reserve 
of $12,311.62 and a surplus of $683,618. For 


the six-month period January 1, 1923, to July 


T, 1923, the surplus of the fund increased 
$30,000. 
All policies in the State Insurance Fund 


expired July 1, and it is estimated that the 
fund will have received $150,000 of premiums 
will increase the 


month, which 


assets to $845,000. 


during that 


Iowa Stock Ruling 

Des Mornes, Iowa, July 7.—Assessment of 
incorporated companies should be made at its 
market and not at its book value, according to 
a ruling by Judge Lester L. Thompson last 
Thursday in a suit brought by the Hawkeye 
Securities Insurance Company. The stock had 
been assessed at $150 per share, but the judge 
ruled that the amount should have been $70. 


II 


the Federal Life as vice-president, and will be 
general manager of the Federal accident and 
health department. The Bankers Accident is 
capitalized at $100,000, and last year had $513,- 
000 in actual premium income. Premium in- 
come this year is expected to go well over 
$600,000. Seven hundred agents represent the 
company in eight States. President Frank L. 
Miner of the Bankers plans to retire from the 
business, and the other officers, with the ex- 
Vice-President will re- 
their positions when the company 
Mr. Budlong is well-known 
among health and accident men, having been 
with the Bankers Accident for twenty years. 
He is president of the Health and Accident 
Every Bankers Ac- 
cident policy will be retained just as it is and 


ception of 3udlong, 
linquish 


moves to Chicago. 


Underwriters Conference. 


every policy form now used will be duplicated 
and written on the same basis with the Federal 
Life. The Federal Life, of which Isaac Miller 
Hamilton is president, will considerably 
strengthen its health and accident department 
by the addition of the Bankers’ business. In 
take over a_ well-organized 


addition it will 


agency force. 


DEATH OF GEORGE B. WOODWARD 


Vice-President of Metropolitan Succumbs 
to Heart Attack 


George B. Woodward, vice-president of the 
Metropolitan Life Insurance Company died last 
Sunday at his home in Allenhurst, N. J., as 
the result of a heart attack thought to have been 
brought on by strenuous play on the links of 
the Deal golf course earlier in the day. 

Mr. Woodward began his insurance career 
with the New England Mutual Life Insurance 
Company, afterwards going to the John Han- 
cock Mutual Life as secretary, which post he 
held until 1894. Joining the Metropolitan Life 
in May of that year, he acted as secretary until 
the promotion to the position of third vice- 
president in 1901. In t917 he became second 
vice-president and maintained that office up to 
the time of his death. He was a fellow of the 
Actuarial Society of America and was a mem- 
ber of the Players Club and the Deal and Oak- 
land golf clubs. Mr. Woodward was seventy- 
one years old when he died and is survived by 
two daughters and a son. 
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Western Assurance Company 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1923 
CC ee eer ee re ree $4,591,275 








SURPLUS IN UNITED STATES. $1, ‘409, "505 
TOTAL LOSSES PAID IN UNITED STATES 
FROM 1874 TO 1922 INCLUSIVE...........$51,538,553 














THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 


LONDON GUARANTEE & ACCIDENT r C0, Lid., 


Head Office: CHICAGO, ILL. 


— LONDON 
ENCLAND 
F. W: LAWSON, General Manager 


F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
Philadelphia Branch Office 
Wood Building, 512-514 Walnut Street, a. Pa. 
ELMER A. LORD & CO., Resident Managers, 5 Milk Street, Boston, Mass. 








UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1923 


. Reserve for Unearned Premiums.............. $1,161,651 .59 





Clee LS oS Se eee 329,994 .01 
CORT) ee ae ce ere eee er anrree $500,000 .00 
SES OT co Ca ne 1,079,671 .23 
Surplus to Policyholders.................. 1,579,671 .23 


fi Ee See $3,071,316 .74 


Wm H. Palmer, President E. B. Addison, Vice President 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . .  4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 





EASTERN DEPARTMENT 
NEAL BASSETT, President 
JOHN KAY, Vice-Pres. & Treas. 
A. H. HASSINGER, Secretary 
NEWARK, N. J. 


WESTERN DEPARTMENT 
NEAL BASSETT, Pres. & Mgr. 
WELLS Pa BASSETT Sec’y & 

Manage vi 


CHICAGO, 














noone | 


What the Fire Insurance Policy does not cover 
unless properly endorsed. 


(2) RENT and RENTAL VALUE 


Aside from the selling or market value of property, there is 
another real value that property possesses—rent and rental 
value. 





Keenest buyers of insurance often overlook the form of pro- 
tection which indemnifies against loss of rents in the event 
that insured buildings be rendered totally or partially 
untenantable by fire or lightning. 

Rent and Rental Value Insurance will guarantee continued 
rents during reconstruction, thus protecting income value. 


Rent Insurance rates are low—the field unlimited. Push it! 
Ask the American Eagle ‘‘Special’’ 


A copy of ‘‘CERTIFIED RENTS’’ will be sent to you 
upon request to our Advertising Department. 


AMERICAN EAGLE 


Fire aaa dened 


HENRY EVANS 


Chairman of the Board JAMES A. SWINNERTON 


President 
Home Office 
Eighty Maiden Lane 
New York, N. Y. 


Cash Capital 
$1,000,000.00 








“AMERICA FORE" 


NEW YORK CHICAGO SAN FRANCISCO 





———— 


























This Trademark 


is assurance that a fair settlement will always 
be made on any claim arising under a policy 
on which it appears. 


The Old Man on the Fence is a symbol of this 
seventy-five year old company, which for 
three-quarters of a century has protected 
policyholders from loss by fire. 


It is the sign under which you can insure with 
assurance. 


Ohio Farmers Insurance Co. 
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NEW ORLEANS NEWS 

J. D. Kitchen of this city will summer in 
the Catskill Mountains, whither he and Mrs. 
Kitchen and their two daughters went recently 
in search of rest, relaxation and a change of 
climb. 

New welcomes to her 
John Van Ambrugh, who with Mrs. Ambrugh 
(they were recently married at Pittsburgh, 
Texas), has taken up his residence in this 


Orleans citizenry 


city. 

Van Ambrugh was special agent for the old 
Phoenix of Hartford in Texas, but has had the 
Louisiana and Arkansas field committed to 
him with headquarters in New Orleans. 

I always will have the kindliest feeling for 
the old Phoenix. As a mere youth I was con- 
nected with that company in the days when 
the slogan “The Phoenix is great and 
Magill is its prophet.” It was said at the time 
that Magill (H. M. of Cincinnati) modestly 
held that the word should be spelt p-r-o-f-i-t. 

A friend of mine located in New Orleans 
who is and has been since the halcyon 
days of the South-Eastern Tariff Association 
prominent in Southern underwriting circles 
has written me a very kind and complimentary 


Was, 


letter in which he expresses appreciation of 
my reminiscent notes of three New Orleans 
underwriters of the old days and suggests that 
a few additions would be welcome. 

I thank my friend and, with pleasure, com- 
ply with his suggestions. 

Thomas Sefton, when I first knew him, was 
vice-president of the Home Insurance Com- 
pany of this city. 

Capt. J. B. Woods, 
gentleman and prominent citizen, was president, 
but at that time the presidency was a purely 
honorary office, the guiding and managing force 
Later on, 


a most estimable old 


being centered in the vice-president. 
upon the retirement of Capt. Woods, Sefton 
became president, and that office was then in- 
vested with all the prerogatives and power 
which the vice-president had wielded. 

I understand that, prior to his connection 
with the Home, Mr. Sefton had been in charge 
of the local office of the Bradstreet Company. 

It would not be, in my judgment, correct to 
class Thomas Sefton as an underwriter unless 
underwriting simply consists in taking, at rates 
a shade lower than those fixed by tariff or a 
competitor, such business as might be offered, 
but he was possessed of considerable business 
acumen and with that 
species of innate shrewdness which forms so 
conspicuous a trait of Celtic character. 

In many respects he was a most peculiar 
individual, who seemed to delight in oppesition, 
and during his insurance career he was a 
perennial thorn in the sides of his competitors. 

I know nothing of his likes but he was strong 
in his dislikes and violent in his prejudices, as 
was forcibly demonstrated in the rancorous 


generously endowed 


|_FIRE INSURANCE NOTES AND EVENTS 


hostility he displayed towards W. A. Cooke, 
the adjuster, to which further and fuller refer- 
ence will be made in my notice of this able and 
honest member of a much abused profession. 

Thomas Sefton was a man of high moral 
character. His private life was exemplary. 
He was a fervent member of the Presbyterian 
Church, stood high in its councils and enjoyed 
to a marked degree the esteem of his fellow- 
communicants, an esteem, which from all 
accounts, was fully deserved. 

But in business he was a stormy petrel and 
cultivated a spirit of antagonism which, like 
the star of Goethe, was unresting and untiring. 
This spirit of antagonism was an inborn char- 
It governed and con- 
trolled his business life, yet it was generally 
felt that much of its active intensity was due 
more to art than to nature and was purposely 
and artfully accentuated to support and carry 
out what he conceived to be sound business 


acteristic of his nature. 


policy. 

From a cold, business standpoint it is of 
lance 
wile your competitors are shackled by the bond 


transcendent advantage to be a free 


of organization. And this is the advantage in 
business which Sefton invariably sought and 
which his competitors were, at times, willing 
that he should have, as they preferred to stand 
the losses which his predatory gnawings might 
inflict to the heavier and more disastrous ills 
which general demoralization would surely 
bring. 

But there is a time when, even in the in- 
surance business, forbearance ceases to be a 
virtue, and Sefton fully appreciated this and 
was shrewd to refrain from pressing his ad- 
vantage to its fullest limits for fear of bring- 
ing about the sudden death of the goose that 
was laying golden eggs for him. 

But the inevitable could not be warded off 
time, like all the other 


the notable exception 


and in the course of 
local companies (with 
of the Lafayette), the Home Insurance Com- 
pany of New Orleans passed out of existence 
into “the dream of things that were.” 


O’ HAGERTY. 


PHILADELPHIA NOTES 


Fourth of July—Even such a popular holi- 
day as the Fourth of July failed to mar the 
insurance district during the 
Things happened and happened 


activity in the 
past ten days. 
fast and positively a summary of just a few 
unexpected and much 
Waite Bliven, 
Company of the 


occurrences being the 


regretted resignation of vice- 


president of the Insurance 
State of Pennsylvania, and the election of John 
J. P. Rodgers, for some years secretary of the 
company, as successor. 
Announcement Made.—The Pinchot ad- 
ministration recently announced that in the fu- 


ture all bids on insurance of every description 
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to be given out by the Commonwealth would 
only be let after bids had been taken. The 
report of the Philadelphia Insurance Advisory 
Board on the work of examining applicants 
for license during the first six months of the 
year revealed the fact that over 1200 persons 
had been considered by the board as applicants 
during that period. 

H. Jordon Dooley, 


ployers 


manager of the Em- 
Company here, 
moved his offices in the new building erected 
by that concern at 311-317 Walnut street. On 
the evening of the first day in the new quar- 
ters Mr. Dooley gave a banquet to his em- 
ployees. Ground for the new building of the 
U. S. F. & G. Company of Baltimore was 
broken and excavation for the building finished. 

R. A. McDonald, prominent State agent 
here for the Sun Insurance of London, re- 
ceived an assistant to help in this territory 
when Geo. S. Johnston of Glen Falls, N. Y., 
was appointed in that capacity. Many other 
activities and, despite expectations 
to the contrary, most every office reports real 
activity in all business in 
many quarters being the feature of the week. 

James W. Henry, resident manager of the 
7Etna companies in Pittsburgh, spent last Sat- 
urday in New York, when he bid adieu to his 
family, whom he has sent on a tour of European 
Mrs. Henry, with her son and 
daughter, sailed for Naples on the Julius 
Caesar. They will visit Italy, France, Switzer- 
land, Germany and England; sailing on their 
return voyage from Liverpool early in Septem- 
ber on the Berengaria for home. 


Liability Insurance 


followed 


branches, new 


countries. 


BOSTON AND VICINITY 


Arson Convictions.—The - office of the 
State fire marshal has secured two convictions 
in two recent cases of arson. Mrs. Jennie 
Vallinis, proprietress of a small grocery store 
in Somerville, has been sentenced to an indefi- 
nite term at the Sherborn reformatory. She 
carried $3000 with the of Mil- 
John A. Haddad, who conducts a 
kimono factory at Natick, wanted to collect 
some $2000 from the Newark Fire of New 
National of Phila- 


two and one-half 


Mechanics 


waukee. 


Jersey and the Peoples 
delphia. He 


years in State prison. 


was given 

Convention City.—Boston has been selected 
as the convention city of the New England 
Fire Chiefs’ Association for 1924. 

Fred M. Johnson has been admitted as a 
partner to the Field & Cowles agency. Mr. 
Johnson started to work as an office boy with 
Field & Cowles immediately after he left school 
in 1894. He worked his way up to chief clerk 
in the general agency department. In 1900 he 
was placed in the field as special agent of the 
Royal for New England, and is well liked by 


his many associates. 
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OUR SLOGAN— 


“The Great Fire Insurance 
Company of the World’ 


Chosen many years ago from hun- 
dreds of suggestions, our slogan could 
not be re-phrased today to express more 
happily the scope and ideals of this 
company. 


Great in the extent of its operations, 
great in its resources and great in the 
determination to stick to the simple 
principle of good faith in all transac- 
tions, we offer to the Insured absolute 
indemnity in every form of cover, and 
to the Agent a prestige which serves as a 
solid foundation for the upbuild of his 
own business. 


“IIVERPOOL, 
wo [LOND ON; 


” GLOBE, 


Insurance C@.rxr- 





Executive Offices: 
1 Pershing Squrae, Park Avenue at 42nd Street, N. Y. 

















North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 




















NOW READY 





DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1923 EDITION 


Shows the premiums and losses for 1922 
SEGREGATED as to ‘class of business for 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total 
Business are subdivided according to classes of com- 
panies as fol'ows: 


STOCK COMPANIES 
MUTUAL COMPANIES 
LLOYDS and INTER=INSURERS 


Totals for 1922 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1922 


while the other summarizes the 


TRANSACTIONS OF 38 YEARS 


This valuable book is handsomely bound in leather, 
and should find a place on the desk or in the bag of 
every managing underwriter and special agent. 


PRICE, $20. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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KANSAS RATE SUIT 
Companies Protest Validity of Procedure 
in Issuing Order 
ToreKA, KANn., July 9.—It may be several 
weeks before there is a decision in the Kan- 
sas fire rate case. When Judge G. H. Whit- 
comb of the Shawnee County District Court 
heard the oral arguments on the motion of the 
companies to vacate the order of the Super- 
intendent of Insurance, he allowed ten days in 
which the attorneys could prepare and _ file 
briefs. This time limit has expired and the 

court has taken the case under advisement. 

The motion attacks the validity of the rate 
order itself. The attorneys for the fire com- 
panies assert that the statute was not followed 
in holding the hearings and making the order 
to reduce the rates on certain lines and increase 
the rates on cther lines. The order was made 
by F. L. Travis, then Superintendent of In- 
surance, who had the advice of an assistant 
attorney-general in preparing the case. The 
department held numerous hearings and gath- 
ered a large amount of data before making the 
order. The insurance companies contend that 
the proper method would have been to con- 
duct the investigations and then hold the hear- 
ing on the order the department proposed to 
make. 

Kansas Fire Marshal Resigns 

TorEKA, KAN., July 10—L. T. Hussey, Kan- 
sas State fire marshal, has resigned and Gov- 
ernor Davis is expected to namie his successor 
this week. 

Mr. Hussey has been State fire marshal for 
eight years, having served full terms under 
two governors. Tlis work has been unusually 
successful, particularly in the fight against the 
I. W. W. and the fire bugs which had been 
operating in the State for years. His educa- 
tional campaigns among the school children of 
the State to impress upon them the value of 
fire prevention had a wide effect. 


Minnesota Agents’ Convention 

The Minnesota Association of Insurance 
Agents has set August 31 to September 4 as 
the dates for its annual convention which, this 
year, will possess the unique feature of being 
held on board ship while sailing from Duluth 
to the Soo. The meeting will be a joint affair 
taking in the Minnesota Association and the 
Insurance Federation of the State. 

The gathering will sail from Duluth on the 
“Hamonic” at 4:30 on the afternoon of August 
31, and will land at the Soo on Sunday, Sep- 
tember 2. The return will be aboard the 
“Noronic” and stops will be made at Port 
Arthur and Fort William. 

Texas Association Elections 

The annual meeting of the Texas Association 
of Insurance Agents, held at Galveston re- 
attended 
gatherings in its history. The 
was the scene of activity and a splendid pro- 
gram received merited attention. 

Officers elected for the coming year were: 
president, A. P. Cunningham, Dallas; first vice- 


cently, was by one of the largest 


Galvez hotel 


president, P. W. Williams, El Paso; second 
vice-president, George Adams, Bryan, and sec- 
retary, Ray McDowell, Dallas. 

The legislative committee is composed of: 
G. M. Seay, Dallas, chairman; H. A. Lawrence, 
Fort Worth; Walter V. Fort, Waco; Fred M. 
Burton, Galveston; Chas. H. Ray, Lancaster. 

Members of the executive committee are: 
C. H. Walton, Fort Worth, chairman; M. W. 
Craig Belk, Houston; 

Texarkana; Mitchell 


Deavenport, Denton; 
Fred W. Offenhauser, 
Ragland, Paris. 
South-Eastern Underwriters’ Executive 
Committee 

ATLANTA, Ga., July 10.—President Robert N. 
Hughs, of the South-Eastern Underwriters 
Association, has named the new executive com- 
follows: FE. T. 
Firemans Fund 
Ga.; S. Y. Tupper, manager, Queen Insurance 
Company, Atlanta, Ga.; W. 
eral agent, Hartford Fire Insurance Company, 
Atlanta, Ga.; Chas. M. Jerome, manager, Prov- 
Washington Company, At- 
Ga.; Milton 
Insurance Company, 
Dowdell 
Insurance 


mittee as Gentry, manager, 


Insurance Company, Atlanta, 


R. Prescott, gen- 


idence Insurance 
Dargan, manager, Royal 
Atlanta, Ga.; 
Brown, manager, Commercial Union 
Atlanta, Ga.; E. N. 
O’Beirne, manager, Automobile Insurance Com- 
pany, Atlanta, Ga.; A. H. Turner, of Dargan 
& Turner, managers, Yorkshire Insurance Com- 
pany, Atlanta, Ga.; A. R. Thommasson, gen- 
eral agent,, North British and Mercantile, New 
York: Edwin G. Seibels, of Seibels, Bruce & 
Co., manager, Columbia, S. C., resident New 
York; A. 
ican Insurance Company, New York; S. T. 
Maxwell, National Insurance 
Company, Hartford, Conn.; Geo. C. Long, Jr., 


lanta, 
Limited, 


Company, 


R. Phillips, secretary, Great Amer- 


secretary, Fire 
Phoenix Insurance Company, Hart- 
ford, Conn.; W. Ross McCain, secretary, Attna 
Insurance Company, Hartford, Conn.; C. L. 
Garnett, assistant secretary, Springfield Fire 
and Marine Insurance Company, Springfield, 
Mass. 


secretary, 


Death of Col. Mason A. Stone 


Colonel Mason Albert Stone, vice-president 
of the Pacific Fire Insurance Company, New 
York, died recently, at the age of seventy-seven, 
in the Staten Island Hospital, New 
Staten Island, following an 
appendicitis. He fought in the First Vermont 
Cavalry in the Civil War and was brevetted 


3righton, 


operation for 


colonel. Mr. Stone was president of the Green- 
wich Insurance Company when it was merged 
with the Pacific Insurance Company. tle was 
a member of the Union League Club and Vice- 


Commander of the Loyal Legion. 


Candidate for Commissioner of Texas 

Gen. W. H. Patterson, Dallas, well known 
by insurance men and throughout 
Texas, announced recently that he would accept 
the appointment as State Commissioner of In- 
surance, should this post be tendered him by 
Governor Pat. M. Neff. 


bankers 


= 
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VIRGINIA AGENTS MEET 





Large Attendance at Annual Conven- 
tion ae" 





L. T. DOBIE ELECTED PRESIDENT 


Fred J. Cox, Former National President, 
Speaks on State Legislation—Thomas 
B. Donaldson Addresses Gathering 


RicHMOND, VA., July 6—The twenty-fifth 
annual convention of the Virginia Association 
of Insurance Agents, which was held at the 
Richmond hotel, Richmond, recently was one 
of the most enthusiastic the association has 
ever held. 

Mayor Ainslee of Richmond, in welcoming 
the delegates, stressed the value of men engaged 
in various professional and business enterprises 
coming together annually or oftener to dis- 
cuss things which would make for the up- 
building of the business. 
address of 
West, 


insurance 


Responding to the welcome, 
who is 


business, said 


Lieutenant-Governor J. E. 
engaged in the fire 
that Virginia insurance men are always glad 
to come to Richmond because they are proud 
of what the city has stood for :n the past and 
This is the 
first time Richmond has entertained the State 
association since 1919; however. the mid-year 
National Association met 
Governor West touched on the 
vast growth and expansion of property insur- 
ance during recent decades. 

\nother Virginia State officer on the pro- 
gram was Hon. John Saunders, attorney gen- 


what it stands for in the present. 


conference of the 


there in 1920. 


eral, who is also engaged in the local agency 
business, and is a member the association. 
Col. Joseph Button, Insurance Commissioner, 
was, of course, another speaker. 

None of the present officers of the National 
Association could attend. However Fred J. Cox 
of Perth Amboy, N. J., a former president, 
was on hand, making a timely address, deal- 
ing with the tendency to overlegislation, which 
he characterized as a public menace. 

Other speakers were: Ilon. Thos. B. Donald- 
son, president of the Insurance Federation of 
Pennsylvania; John B. Morton vice-president 
of the Fire Association of Philadelphia, and 
formerly president of the Naticnal Board of 
Fire Underwriters; T. C. Talliafero of Atlanta, 
who spoke cn “Use and Occupancy Covers,” 
and R. D. Catlett, Aetna 
Affiliated Companies, whose subject was ‘“Auto- 


representing the 


mobile Insurance.” 
Goodwyn, Secretary-Treas- 
urer F. D. Blanton and Chairman of the 
Executive Committee C. P. Walford, Jr., all 
read reports. 

The only pleasure feature of the convention 


President E. E. 


was a boat ride down the historic James River. 

President Goodwyn having served two terms 
was ineligible for re-election. He was suc- 
by L. T. Dobie of Norfolk, who 
served as chairman of the conference committee 
under the outgoing administration, Secretary- 
Treasurer Blanton was, of ccurse, re-elected. 


ceeded 





THE SPECTATOR 























Teamwork Tells 


Agents’ loyalty and enthusiasm, plus New Home 
Office Service features, produce Teamwork and in- 
crease production. 

These new features for 1923 will help Union 
Central Agents get more business. 

For policyholders: Increased Cash Values madc re- 


troactive—Enlargement of Free Health Test Service— 
5% interest on policy proceeds and dividends, left on 


deposit. 


For Agents: Home office leads—Letter Circulariza- 


tion Service—Special Bulletin Service—Limit increased 
to $200,000. 


For prospects: New Business Protection Policy—New 
Life Income Endowment Policy—Liberalized Disability 
Clause—Substandard Insurance. 


Teamwork—Boosting Policyholders and a Loyal 
Agency Force backed up by the Home Office insure 
success for the Union Central Agent. 


For agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 

















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 











PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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New York and Chicago, Thursday, July 12, 1923 
ny 
Agency Contracts Yesterday and To-day 
By WILLARD E. KING 
President and Manager of Agencies, Agricultural Life Insurance Company of America 
The agency contract, and all it implies, is tected in his territory in the appointment of of that of the present day. It is true that 


broad as the business of life 


attempt to 


a subject as 
insurance itself. To 
briefly is analogous to the request of the blush 


discuss it 


ing bride who asked her husband as he took 
his hat from the hall rack to tell her in a few 
words what was meant by the League of 
Nations and Prof. Einstein's theory of rela- 
tivity. It may be that in the handling of thi: 
subject I am illustrating the truth of the fact 
that the subject is often the point from which 
the speaker departs. 

Agency contracts usually first define and 
limit the authority of the agent and the agree- 
ment on his part to comply with all instruc- 
tions contained in the company’s rate book 
and which may be given him from time to time 
by the company. 

Clause Two usually refers to the territory 
in which the agent shall have permission t 
The plan our company uses is: “It 


| within 


operate. 


is agreed that the district, which thx 
agent shall have permission to operate is..... 
..(b) It is agreed that the agent shall 
exclusive control over the above d 


company 


not have 


scribed territory and that the may 
agents to write insurance or 
therein, and that this 


shall the agent 


appoint other 
represent it 
shall not 
interest in, any 


otherwise 
contract affect, nor 
have any existing contracts 
now in force, or that the company may here- 
after put in force in the above described terri- 
tory, excepting only sub-agents’ contracts, 
which may be hereafter procured by the agent 
and approved by the company.” I am opposed 
to exclusive control of territory. I tind that 
it works to the disadvantage of the company 
in the proper development of its business 
Territory should be based not upon area bu! 
upon density of population. Many times aft 

making a contract for from two to five coun- 
ties exclusively, an opportunity presents itself 


4 


to make a contract for part of that territory 


with a most desirable man, one entitled to the 
same schedule of compensation as the first 
agent. Production always has been and ver) 


likely to a large extent always will be more o1 
less spotted. It is manifestly impossible for 


the district or general agent to secure pro- 


ducing representation in all parts of his field. 
It is my opinion that an agent should be pro- 


_ An address delivered recently before the 
tion of Michigan Life Company Officers. 


Assoc 


sub-agents by other general or district agents. 
but that in the 


territory should be 


solicitation of business all 


considered metropolitan or 


open for personal work. 


HANDLING COLLECTIONS 


Under Clause Three we handle the matter 


f collections. The real life insurance man 


obtains a_ settlement with the application. 
These settlements should from every point of 
with the 


company’s 


view be remitted to the company 


application, inasmuch as it is the 


receipt that is usually given for them, and the 


company is responsible for the refund in case 


the applicant is rejected, postponed or issued 


a modified form of policy which he declines to 


accept. Most agents feel that they should be 
entrusted with this money until the policy is 
issued and delivered at least. No notes shall 


be taken in the name of the company. 

| Mr. told of a 
failure to pay which voids policy, 
S. Supreme Court.] 


King here contract note, 
which has 
been upheld by the U 

| personally doubt the wisdom of the use of 
this note by small companies because if the 
agent has it he will use it. Yet it may be of 
interest to know that the Continental Life of 
successful and 
this 
New 


first year commissions 
with total 


Wilmington, Delaware, a very 


very efficiently managed company, uses 


note. It 
York 
to new premiums in 192I was 47.4, 


limits its commissions to the 


schedule, and its 


first year expense to new premiums of 58.1. In 
1921 it paid for $7,333,168 of insurance. 

Philip Burnet, the president of the company, 
advised the writer that all contracts made 


were uniform and that the general agent re- 
ceived $2.00 per thousand on all business writ- 
ten by the agents appointed by him. The busi- 
ness of this company has been persistent and 
of a high character. Its renewal premiums i: 
1921 amounted to $833,851.00 and its renewal 
commissions to $74,677.00 or 8.95 per cent. 
CoMMIssIoNs PAID 
Compensation is a matter of company man- 


agement. It is certain that high commissions 
do not produce the best character of business. 
nor are they of much avail in the securing of 
men. Much of the 
well established companies was placed upon 


the books at an acquisition cost far in excess 


business of the old and 
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conditions in life insurance then and now are 


radically different. 


Then there were no laws, as now, regulating 
the details of the business: there were no 
insurance departments, no reserve requirements, 


no test of solvency, no regulations as to policy 
contracts, nothing controlling investments. It 
and, in accordance 
fittest 


of saying 


was a “go as you please” 


with the law of natural selection, the 


survived. This is hut another way 
that the companies with able and conscientious 
management succeeded; those with incompetent 
kless management ran the gamut of the 


management’s extravagant ambition, unchecked 


or rec 


by law or insurance department control, and 


soon succumbed to the inevitable. Then, there 


were no liberal policy provisions, no days of 


grace 


for payment of premiums, no extended 


or paid-up values, no loan values, no cash 
surrender values, no non-forfeiture provisions. 
Then the failure to pay a premium on or be- 
fore its due date worked an absolute for- 
feiture. 

lor the purpose of emphasis take an ex- 
treme case: if the holder of a ten-year endow- 


ment failed to pay the tenth premium when 


due he forfeited all rights under it, and the 


company contiscated the , nine endowment 


premiums already paid and retained same for 
I “A 
the nine years of term insurance it had_ pro- 


vided. The 


a ae 


of failure to pay premiums when due on life, 


was pursued in case 


Same course 


limited pay life or longer term endowments. 


sums confiscated from policy- 


The enormous 


opportunity to use funds which 


holders and the 


should have been accumulated for reserves, af- 
forded ample “sinews of war” with which to 
push the development of companies. But grad- 


managers, having the welfare of 
and companies at 
the grave dangers and 
abuses that had permeated the business. They 


order” and en- 


ually able 


their policyholders heart, 


became cognizant of 


began to “put their houses in 


couraged others to do likewtse. They knew 


it was unwise for companies to operate for 


t 


years, as published statistics show some 


them did, without accumulating any adequate 
voluntarily commenced 


technical de- 


reserves and so they 


aside reserves, avoided 


setting 
fenses to policy claims and from time to time 
incorporated non-forfeiture and other liberal 


features in their policy contracts. These mat- 











agers, confident of the wisdom and _ necessity 
of the practice inaugurated and, believing it 
was wise that other companies should be com- 
pelled to measure up to the same standard, and 
life insurance thereby be perpetuated, encour- 
aged and suggested the enactment of statutes 
to regulate and control the business, until today 
the business is on a higher plane than ever 
before in its history. 


RENEWAL CLAUSES 

There are practically as many forms of re- 
newal clauses as there are companies. The 
one this company uses is as follows: 

“The renewal 
shall be vested in the agent, his heirs or as- 
signs, for the entire time provided in this con- 
tract, provided there shall be not less than one 
hundred thousand dollars of accepted and paid 
other than term, written 
through his agency in his territory during each 
year of the continuance of this contract. 
Should this contract be terminated within three 
years from date hereof the agent shall forfeit 


commission provided herein 


for new business, 


all renewals that he would otherwise be en- 
titled to under the terms of this contract. 
Should this contract cease after three years, 
the agent shall receive renewal commissions in 
accordance with the schedule of commissions 
less I per cent. The provisions of this para- 
graph shall not affect the renewal rights of any 
sub-agents remaining with the company.” 
Renewals should not be considered as deferred 
compensation, but as compensation for services 
actually rendered in the conservation of the 
business: in the maintenance and upbuilding 
of good will of the policyholders towards the 
company and as a continuing and self-perpet- 
uating reward for continued and loyal service. 


Earty Metiops 
It was no unusual thing for a large company 
to insist upon its general agent, no matter what 
his contract called for, spending at least 125 per 
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cent of the current premium income on new 
business in development work. This money 
usually was paid out in guise of salaries, ex- 
penses, office allowances or bonuses. The re- 
sult was that first the local agent succumbed to 
a burden of debt, then the district agent and 
sometimes the general agent struggled on for 
years with a heavily mortgaged renewal. * * * 

If the surplus of the company will permit 
I think it a desirable thing that, if given a 
general agent of character, ability, industry 
and integrity, the ultimate good of the com- 
pany and the general agent will be served by 
financing him to a considerable extent in the 
early years of his contract, but the light that 
shines on a clean balance sheet should be shown 
him, even if but dimly in the distance. Unless 
prepared to spend a large amount of money 
on advances I would spend none. Perhaps like 
marriage advances, they may on the whole be 
satisfactory, but in the individual cases are 
frequently a disappointment. 
stances should advances be made to men who 


Only in rare in- 
have had previous life insurance experience. 


THE Supervisor’s Work 
Under compensation comes the question of 


supervisors and closers. As a rule the super- 


visor who is a good closer does not succeed 
in enlisting the services of many men. He ap- 
parently lacks the patience to instill in them 
a belief in their ability to sell life insurance. 
He demands results and in his objective does 
not use the tact and finesse so essential in win- 
ning men to the ranks of life insurance 
workers. I think the New York Life has 





MEDICAL EXAMINER 


Physician just retired from Medical Corps, 
U.S. Army qualified in physical examina- 
tions, Group and Health service, desires 
position with Life Insurance Company 
Box 12, care of THE SPECTATOR. 














and to direct its enlargement. 


servatively. 


factor in the life insurance field. 











EXCEPTIONAL OPPORTUNITY 


For the right man 


A strong, substantial, well established, Middle West, Old Line Life 
Insurance Company, over thirty years old and with one hundred 
million of insurance in force, is about to inaugurate a policy of expan- 
sion and is in need of a man to take charge of the agency organization 


The Company has laid the foundation broadly, securely and con- 
It is generally recognized as being one of the best and 
strongest companies in the country, for its age and size. 
goods to sell and needs only the right sales manager to become a national 


In your first letter give your age, experience and record of previous 
achievement, together with references. 


All correspondence will be treated as strictly confidential. 


Address I. L. B, c/o THE SPECTATOR 
Box 1117 City Hall Station, 


It has the 


New York, N. Y. 
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solved this problem better than any other com. 
pany that I know of by employing agency 
directors, whose duty it is to search out these 
needles in hay stacks, producers and _ instruc. 
tors, to instruct them in the technique of life 
insurance, and closers to show them that jt 
can be done. A good supervisor is seldom 
a strong closer because he is more interested 
primarily and fundamentally in the develop- 
ment of men than he is in the securing of the 
application for insurance. 

is content with a 
bare living and has no belief in himself, It 
reverts to the aphorism that it is not only 
necessary to tell the truth but to tell it as if 
you believe it yourself. It may be that the 
most desirable form of contract for the aver- 


individual 
The average supervisor 


age agent, other than a general agent, is one 
of part salary and part commission. This was 
the plan used by the Union Central in its early 
The salaries 
then ranged from $60,00 to $150.00 a month 


days and it worked successfully. 


and commissions from 25 per cent to 50 per 
cent. 
GENERAL AGENCY PLANS 
A most successful general agency from a 
standpoint of production in Michigan is the 
Mutual Benefit. No doubt its plan of opera- 
tion is familiar to all of you. It consists in 
a careful selection of prospective agency ma- 
terial and then a course of salesmanship during 
a three months’ period, and if in the judgment 
of those conducting the course the student is 
qualified to sell life insurance he is assured of 
a definite income for a period of at least one 
(Continued on page 20) 








North American 
National Life 
Insurance 


Co. 


Nebraska 


Omaha, 


Under new management this 
company is making rapid prog- 


ress and is in position to offer 


liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








Self-Control in Life Insurance Selling 


A certain very progressive insurance man 
recently stated that his business career was to 
a very great extent controlled by a number of 
self-made written in a small pocket 
book and always kept close at hand for refer- 
ence, should the occasion warrant. This set 
of rules, which was undoubtedly checked up and 
revised from time to time, he declared to be 


rules, 


a very tangible asset and his golden key to 
success. Another very successful salesman in 
order to eclipse any of his previous records, 
drew up a number of charts very similar to 
those used in hospitals, to measure the temper- 
ature of patients. These charts could be 
divided in small sections, each representing a 
small amount of the quota aimed at. He 
would commence at the bottom left hand cor- 
ner and whenever he made any progress, the 
thick black line would move upwards towards 
the desired amount. If this line remained 
stationary for a day, he would begin to look 
around for some means by which to hasten its 
progress, and by thus organizing this method 
of systematic self-control, he eclipsed all pre- 
vious records. Of course, it will be fully 
understood that merely writing a set of rules in 
a pocket book, as did the first salesman, or 
just drawing a chart as did the second, simply 
helped to keep in mind the objective, but 
neither would have been of much avail without 
a considerable amount of scientific concentra- 
tion and hard work. 


Se_r ANALYSIS AS AN AID 

It was recently reported that a certain scien- 
tific body approved the measurement of their 
own heads, as part of a study of evolution. 
The plan as presented and adopted for appli- 
cation called for the study of members’ heads 
to determine characteristics. 

Modern salesmen, however, are not, as a 
body, over-interested in studying each other’s 
heads, or the size thereof, but nearly every good 
salesman certainly does believe in an occasional 
scientific study of his own mental capabilities. 
A very successful salesman mentioned to a 
friend some little time back that he was a 
firm believer in a scheduled course of self 
once a_ week. 


mental analysis, say at least 


On such occasions he would devote about half 





an hour to probing into the whys and where- 
fores of his business affairs of the past week, 
why he had succeeded or why he had failed, 
and there is not the slightest doubt that his 
success was, to a very large extent, due to this 
continuous system of self mental analysis, 
which he not only advocated but put into prac- 
tice. 
THE VALUE oF SELF-CONTROL 

The value of self control to a salesman or 
to any business man cannot be over-rated, 
but it is particularly essential to an insurance 
salesman. He needs this vital asset not only 
to be utilized as an impetus from the stand- 
point of production but also as an aid in the 
numerous complex problems that from time to 
It takes 
but a few words sometimes to make a contract, 
regard to 


salesman 


time beset the paths of all salesmen. 
and the same can be said with 
breaking one. 
owes his achievments to aiming high and thus 
setting a hard task for himself. This is really 
a method of self-control and many a salesman 


Many a_ successful 


who aimed high in the first place, and met his 
self-set task unflinchingly, has been surprised 
at the ease with which he has surmounted 
obstacles, and the subsequent rapidity of his 
climb up the ladder of success. 


TRAINED SALESMEN 

The value of the trained salesman is un- 
doubtedly being appreciated more and more 
by business men of status, the world over, and 
this is particularly noticeable among those con- 
nected with life insurance. Education has 
made rapid strides as far as the life insurance 
salesman is concerned, and current events sub- 
stantially prove that it will continue to do so 
in the immediate future. Although the insur- 
ance agent of the old school had many admir- 
able qualities, it will be unanimously agreed 
that the present day agent holds a far superior 
position from the standpoint of business rank- 
ing, and this is, to a considerable extent, due 
to the progress made along educational lines. 
Not so many years ago it was usual for 
people to labor under the delusion that an 
insurance salesman utilized more bootleather 
in the pursuit of his calling than mental ability. 
Needless to say those days have gone forever 
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and if a table showing the status of the various 


occupations was produced, the standing of life 
insurance salesmen would certainly not be far 
down the list. This is largely due to the ad- 
vance of education, as part and parcel of the 
equipment of the modern life insurance sales- 
man. Nevertheless, further progress is being 
made 
THE ELEMENT OF APATHY 

Of course ultimate success as a life insur- 
ance salesman depends very largely upon the 
individual and far too many men are liable to 
let a certain element of apathy spring up and 
choke any good sentiments before seriously 
concentrating upon their alloted task, and co- 
ping with the numerous difficulties that always 
come with any vocation worthy of the 
name. After all is said and done this element 
of apathy shows that there is a certain lack 
of self control predominating, thus it proves 
that one of the most important tasks as con- 
nected with the work of a life insurance 
salesman is self supervision. Once he loses 
his grip of the self appointed task, his status 
as a salesman begins to suffer accordingly; 
the better the task is performed the better will 
be the results forthcoming. 


Wiy SoME SALESMEN FAIL 
To a very large extent a life insurance sales- 
although the 
scope has an 


man is his own master and, 
knowledge of this freedom of 
exhilarating effect upon some, it has, contrary 
to what might be anticipated, an adverse effect 


upon others. There is a certain class of men 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W.E. McCANDLESS, Vice-Pres. 
Manager of Agents 


















who make very good subordinates, but when it 


comes to starting in business for themselves, 


or in some capacity where they are not con- 
tinuously under they 


discipline, commence 


to lose headway. Apathy sets in and reigns 
should 


really rule, and a man who could otherwise be 


supreme where the spirit of ambition 
a success joins the ranks of the great army of 
failures. Why this should be so it is 
difficult to understand, but it certainly gives 


rather 


an example of one of those little faults revealed 
in human nature, as connected with life insur- 
ance activity. In many cases it is not so much 
lack of knowledge in the capacity of employer, 
as it 1s 
that 
person to 


as compared with that of employee, 
the 
the life insurance man is the only 
himself will 


possession of that vital knowledge 


whom he be answerable. Many 


a salesman finds himself in a very similar 


position. Often there are no complaints made 
by his employers if business is not forth- 


coming because, as likely as not, he is em- 


ployed on a commission basis and he himself 
is the chief one to suffer if he fails to produce. 


Thus it is we find many unsuccessful salesmen 


because some are far too ready to excuse 
themselves, whereas an employer if he were 
paying for such apparent laxity, would not 
pay for it long. In the same manner as an 


apathetic life insurance salesman can let him- 
self get slack from the standpoint of individual 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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-effort, a really live man can grasp opportunity 
with both hands and while the 
other is thinking about it. 


make good 


Agency Contracts Yesterday and To-day 
(Concluded from paye 18) 

year. If not, he is advised to give up the 
thought of entering the life insurance business, 
and also the selling course. 

I think the experience of this company and 
that of the Mutual other 
panies who have adopted training courses for 


Phoenix and com- 
their men, proves conclusively that the day of 
lite 
During the first twelve months of their 


scientific salesmen in insurance has ar- 
rived. 
insurance business, the trained salesmen of the 
Phoenix Mutual produced on an average I5 per 
cent more business than those who entered the 
the 


established—this 


during 1919, before Home 


School 


organization 
Office Training 
despite the fact that the trained men necessarily 


Was 


spent several weeks away from their territory, 
and were entering the business during an econo- 


mic period in no way as favorable to the sale 


of life insurance as those banner months of 
1919 and early 1920. 
TRAINED LIFE AGENTS 


The trained life insurance agent is now a 
vital force and our future representative must 
needs be a well educated man. The day has 
long since past when the priest held a monopoly 
on education. Theology, medicine and law are 
no longer regarded as the only learned pro- 
a knowledge of these serves 


life 


fessions, though 
insurance work, as 
In all lines 


we are realizing that the intellect is the great 


a useful purpose in 


many graduates have found out. 


instrument by which men encompass their de- 
sires—that a developed brain counts for more 
than muscle. The successful agent is a high 


class man who really knows something of 


financial and actuarial principles. Ile possesses 
not only the advantage of a high school train- 
ing, but the technical and scientific knowledge 
He 
prehends the function of life insurance, which 
thrift 


that colleges and universities afford. com- 


promotes individual and independence. 


He appreciates the possibilities of a vocation 


which not only offers a worthy career, but as- 


sures ample reward for brains, fidelity and 


enterprise. 

Success is the evolution of preparation. No 
man can be a success and not know the ground 
he stands on. If, notwithstanding his ignorance 


he gets business, he is an anomaly—and we are 
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not dealing with exceptional cases. Whethe 
the trade profession 
achievement hinges on intelligent application 


business be a or a 
and no effort can be intelligent which is no 
To be lucky is 
simply to be ready for an opportunity when j 


born of careful preparation. 


is presented. 
Most men fail in the life insurance business 

of of proper 
insurance 


reason a lack supervision 
the future 
methodical 
Writing up a contract and_ giving 
man a not Such § 
imbecility is child’s play and would be laughed 
A rate book does 


not make a life insurance agent of a man, nor 


by 
The 


will be a 


successful man of 


directed, systematic, 
worker. 
book is work. 


rate agency 


at in any other business. 
He must j 
He must be cultivated 
shown 


has both 


the mere fact that he has a contract. 
be taught the business. 
and carefully trained and its profits 
and for it of them, 
The next step is to keep him in the service of 


its pleasures, 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield 33 Illinois 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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the company and with the agency. Long ser- 


vice is a great advantage to an organization. 
The creation of an esprit de corps when once 
the right man gets into the right place, begets 
a conscience, gives an organization an indi- 
a soul; it attracts and keeps men 
s in an idealism in business and vastly 
Organization depends upon the 


viduality, 
and result 
larger prolits. 
personal power of every man employed, but 
the proper organization means control over 
men that inspires all of their best effort—con- 
trol that tolerates no lack of system, no waste 
of effort, no loss of opportunity. The methods 
employed in the work must largely be left to 
the individual organizer; that is as to his 
particular system. The same things must be 
done, but they may be done in different ways. 
Careful attention to details is indispensable 


to organization. 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


\ few top notch contracts to Insurance 
Producers with experience, character 
ind ability. Address the Company. 
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SPECIALIZING IN LIFE INSURANCE 


Definite Understanding of Policy Contract 
Is Essential 

A life insurance man of the vintage of 1923 
—one who has been in the business about six 
months and has been phenomenally successful 
in that short space of time, stated the other 
day that he had had the experience frequently 
in the past of being solicited for life insurance, 
but had never taken the matter seriously. In 
fact to him it appeared that the agents who 
approached him did not know much about what 
they were trying to sell him. They apparently 
were not specialists in any particular branch 
of life insurance and did not make much of an 
impression upon the prospect who later be- 
came a full-fledged agent himself. 

It is quite possible that the agents who ap- 
proached the man who later became an agent 
himself, did not happen to be well informed. 
They might not have tackled their prospect in 
the right way. Too many agents antagonize 
the man they are talking life insurance to, 
especially when he does not at first show much 
interest in the proposition which they are pre- 
senting. 

But it is much better to specialize in some 
form of contract than to devote oneself to 
some special trade or business for prospects. 
There are many agents who do this. Then, 
when general business conditions affect the line 
in question unfavorably, the agent is more or 
less at sea. He has devoted his attention to 
men in this trade, but manufacturing condi- 
tions are at a standstill in this industry. So 
the agent has lost for a time the type of men 
whom he is accustomed to insure. He perhaps 
loses his heart because his prospects have been 
taken away from him. 

On the other hand, if he had specialized in 
some special form of policy, like partnership 
or corporation insurance, he would have a 
market for his wares, no matter what happened, 
because a local business depression does not 
affect equally all branches of business. 

Business successes run in cycles and the 
agent who uses his head, takes advantage of all 
these changes in insurance market conditions. 

A combination of the safe investment and 
the protective feature is a good way of ex- 
plaining life insurance, for some agents find 
it much easier for them to sell insurance to 
business men with the investment feature in 





the forefront. 


However, the protective fea- 
ture of life insurance cannot well be ignored 
evetl in a corporation or partnership policy, for 
it is protecting the business and incidentally 
the family of the assured. 

There is one thing about the man who at- 
tempts to specialize in a certain kind of policy. 
He makes a more careful study of the business 
as a rule than the man who tries to write and 
talk every policy provided for in the ratebook 
and really masters no form of policy com- 
pletely. A well known agent put the whole 
thing very nicely a few days azo, when he said: 
“It is my experience that too many agents 
know a little about every kind of policy but 
too little about any one particular form to 
talk it intelligently."—Wanhattan Life Insur- 
ance Company. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


LE 


PHS 
STANDARD LIFE 


INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 

















LEADS THEM ALL In Its Home State, 


Except Two—THE METROPOLITAN and NEW YORK LIFE 





LIFE INSURAN 


GEO. GODFREY MOORE. 
——— a 


President 














NATIONAL RESERVE 






= for years. 


HOME OFFICE: TOPEKA, KANSAS 


Participating plan. 


surance man. 














It is gratifying to the officers of our Company to say that in 1922 
only two companies wrote more business in the state of Kansas 
than we did. We also show a greater increase in business in force 
than any other Kansas company. 

WE WANT DISTRICT MANAGERS FOR ARKANSAS, MIS- 
SOURI, NEBRASKA, OKLAHOMA, IOWA, TEXAS, MINNE- 
i SOTA, AND KANSAS. 

WRITE AND SEE WHAT WE HAVE TO OFFER 


i Policy contracts that are different. 


Every active officer of our company is an experienced Life In- 
We have been on the firing line with the rate book 


Our business is to help you. 
Better Life Insurance policies are being written—THE NATIONAL 
RESERVE LIFE writes them. 


Non-participating and 
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Accidental Hunches 
Sometimes our best hunches come by acci- 


dent. That is the way I learned to sell to part- 
ners. I lost many a sale by bringing the part- 


ners together and trying to sell them both at 
one time, or by seeking each one separately. 
One day I had just finished talking to one 
member of a firm of partners. I left the store, 
intending to come back later and see the other. 
When I returned the store was empty, but | 
heard voices in the back room. The man | 
had interviewed was talking to his partner and 
actually trying to sell him my line. He was 
using arguments I never could have used, based 
on an intimate knowledge of their own business. 
And while I stood listening, he made the sale. 
Believe me, after that I changed my method 
of selling partners. I saw one of them only 
and then let him sell the other. After that 
I rarely lost such sales.——Printers’ Ink. 


Northwestern Life Production 

The two leading producers of the North- 
western Life Insurance Company, Omaha, for 
the month of May secured applications for 
$151,000 and $145,500 respectively. This busi- 
ness was all solicited in the rural districts and 
98 per cent of it was upon the lives of farm- 
ers. The average policy written by the com- 
pany during the month of May was $3915 
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You Carry It Under Your Hat 


Not so very long ago, I had occasion to walk 
into the New York city general agency office 
of one of the large life insurance companies. 
My objective was the manager, so I went 
through the necessary preliminaries with the 
guardian of the telephone switchboard, picked 
out a seat on a convenient bench and settled 
myself for the inevitable wait. Near by me, 
on a hook against the wall, hung a man’s hat, 
apparently that of sone member of the agency’s 
field force. 
it. It was made of felt, that material not yet 
having given way to straw as favorite in the 
race with the seasons. 

Sitting there, speculating as to the name of 
the hat’s owner, there flashed into my mind a 
catch phrase which I had picked up from the 
lips of a socialistic street-corner enthusiast, 
who was urging the masses to realize their 
strength and wield it for the betterment of their 
various selves. I looked over the dull, up- 
lifted faces in passing by the crowd and, inter- 
ested in their expressions, heard no word of 
the mouthy tirade of invective against existing 
government until, almost beyond the throng, 
three sentences reached me. “Force only gets 
you to jail. Think, and the power you want 
will be yours. You carry it under your hat!” 


There was nothing unusual about 
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An Insurance Conventence 


“One of the favorable features of your plan is 
that the abstract remains in the hands of the local 
Mortgage Company, making it unnecessary for us 
to handle it, store it, and take the risk of its loss, 
all of which is a great annoyance and expense 
where a large volume of mortgages is concerned,” 
writes the Treasurer of a large Insurance Company. 


Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


Capital, Surplus and Undivided Profits more than 
$ 8,000,000.00 


Affiliated with the 
American Trust Company 




















“SECURE AS THE BEDROCK OF NEW YORK” 





PLANNING THE WorkK 

In that last sentence of the soap-box dema. 
gogue lies the secret of success in selling life 
insurance. It is not the company a man repre. 
sents, the contract he sells or the backing given 
him that makes him a leader in his district, 
territory or organization ; it is the intensity and 
concentration of the mental effort he puts into 
his work. The most important step in under- 
taking any project is the formulation of the 
plan of action. No contractor would think of 
beginning the erection of a building without an 
architect’s drawing to hand, no factory would 
attempt to sell its products without a definite 
course of procedure mapped out and no gen- 
eral would give the order to attack unless that 
attack had been carefully plotted in advance. 
There is a clear analogy between these three 
and the life insurance salesman. 

The life insurance salesman is also building, 
building for his future prosperity and position 
in the world. 
is of tremendous importance to the individual 
and to the State, and he is attacking an enemy 
which opposes his every effort. That enemy is 
delay on the part of prospects in signing their 
applications. The life insurance salesman who 
would give of his best, then, must plan his 
prospect list, chosen 
with an eye to the ability of each man to main- 
tain his policy in force, must be gathered to- 
gether and at the beginning of every week, 
or every day, for that matter, the agent should 
know exactly on whom he is going to call 
and what type of insurance policy will be 
offered to the particular prospect. 

Circularization through the mails, carried out 
in advance and in such a way that the prospect 
will be familiar with the agent’s name and the 


He is selling something which 


work accordingly. <A 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 


Make this collection of sales letters a 
part of your selling plan. Write for book- 
let 11-A now 


WILLIAM S. HULL 
Direct--Mail Sales Service 
MADISON, CONNECTICUT 
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BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates, 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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company he represents, is an excellent method 
of stimulating interest and selling the idea of 
life insurance in general. The calls to be made 
in any given territory should be so arranged 
that there are no great distances between the 
office or home of one prospect and that of an- 
other in order that as little time as possible 
will be wasted. This means that the agent will 
be able to cover more ground in an allotted 
period than would otherwise be the case. It is 
only by giving thought to these matters that 
they can be satisfactorily worked out with 
proper consideration for the difficulties arising 
in a particular section or district. Use the 
power “under your hat.” 


Know Your Portcy 

One of the first requisites to successful life 
insurance soliciting is a thorough knowledge of 
the terms of the policy. The final signature of 
an applicant for life insurance is often lost 
because he himself does not know the type of 
policy best suited to his needs and because 
the agent, instead of determining this factor 
beforehand, or as soon in the interview as 
possible, attempts to explain the benefits of 
several different classes of life insurance pro- 
tection until the prospect is bewildered. 

If the agent is familar with the stipulations 
of every policy he carries he can make an 
accurate estimate of the needs of the prospect 
and can concentrate his attention upon the 
kind of policy best suited to those needs. Other 
discussions can then be avoided and the atten- 
tion of the party being solicited will remain 
fixed on the one idea, usually with good re- 
sults. A clear, brief and forceful talk on a 
single type of life insurance policy which, in 
the mind of the assured, really fills his require- 
ments is more productive of action than a whole 
hour wasted in generalization on what life in- 
surance is and can do. Get directly to the 
point and stay there. When the conversation 
tends to drift away from the policy under con- 
sideration, tactfully bring it around again pro- 
vided you are convinced that it is the policy 
you want the applicant to have and is the one 
which affords him and his family maximum 
coverage. 

MAKING THE APPROACH 

A great many men are easily repelled or at- 
tracted by first impressions. They are sensi- 
tive and respond at once to feelings aroused. 
One of the things to remember in this connec- 
tion is never to wear anything which will tend 
to draw the prospect’s thoughts away from 
what you are saying and focus them on any 
part of your attire. Dress neatly, but rather 
conservatively. than otherwise. Tight fitting 
clothes, discordantly colored neckwear or ar- 
ticles not in good taste may pass unnoticed by 
some, but the majority will react to such things 
and your standing will be lowered in their eyes 
thereby. Do not forget that the man who looks 
like “ready money” seldom has any to speak 
of. In life insurance, as in every other business, 
it is personality that counts and no agent can 
successfully “put across” his personality if he 
is hampered by bad first impressions. 

The manner of greeting a prospect will also 
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largely influence future relations. Make your 
opening speech cordial, but not effusive. Do 
not attempt to interrupt a man while he is 
conducting a conversation with some one else, 
or is waiting for a telephone connection. Peo- 
ple who are themselves rude, resent it in others, 
and those who are well-bred will not tolerate 
it at any time. If possible, shake hands with 
the man you are soliciting. A handshake es- 
tablishes a contact both physical and mental 
and the uncertainty of an introduction is les- 
sened through its humanizing influence. As 
you talk, study your prospect. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,880,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 















CLOSING THE SALE 
When your prospect has grasped the full ex 
tent of the protection provided himself and his 
family in the life insurance policy you are try- 
ing to sell him, utilize that mement to get his 
signature on the dotted line. 
of selling is such that if the conversation ar 


The psychology 


rives at a certain point without definite action 
having been taken, the sale is lost, at least for 
life 


and it 


that day. Prominent insurance salesmen 
all tell this 


axiom in selling any article regardless of what 


will you has become an 
it may be. 

If it is impossible for you to take up enough 
of the prospect’s time to properly present your 
argument in favor of life insurance, and con- 
the talk 
ried to its climax, leave some one thought in 


ditions are such that cannot be car- 
his mind before you go. Not only that but 
leave him some piece of literature, short and to 
the point, which he can read at intervals when 
he is not otherwise occupied and during your 
absence. 

When 


conversation with a prospect just as you ar 


an interruption occurs during yout 
hoping to close the sale, do not allow yourself 
to show annoyance even though you may feel 
careless 
you have 
put that 


Wait until 


it. A glance of disappointment or a 
the 


already accomplished or 


word may undo careful work 


may even 
particular man beyond your reach. 

the prospect has finished his train of thought 
and then draw it back to the subject upper- 
most in your mind. Think your way through 


an interview at all times and instantly avail 
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yourself of every little conversational straw 
the wind may blow toward you. A single re- 
mark on the part of a prospect may open a 
whole field of discussion that will end by his 
signing the application and setting a time for 
the medical examination. 


AFTER THE SALE 
have 


When 


turned in his application and have delivered the 


you obtained a prospect, have 
policy in exchange for the first premium, do 
not permit your attention to wander from that 
That not that 


continually hound him at all hours of the day 


man. does mean you should 


with pleas or arguments in favor of more in- 
take 
Stop in to see him 


surance. Far from it. Rather an in- 


terest in him, as it were. 
occasionally. Find out, if possible, something 


about his affairs and whether an increase in 


earning power does not make it advisable for 
him to take out additional life insurance either 
for the further protection of his family or to 
settle his inheritance tax, his business equity 
or other matters. A great many agents lose 
sight of their prospects after the initial sale 
and the result is that some representative from 
another company comes along and secures the 
for an additional 


policyholder’s application 


amount of insurance. Remember that your duty 
to a policyholder does not end until his death or 
your death or until, in the event that you leave 
the field of life insurance selling, you see to it 
that his interests are cared for. And above 
all, in the entire course of your relations with 


an assured from the time of the first interview 
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up to the delivery to the beneficiary of the 
amount named in the policy, put your mind 
on the probiem of serving the insured and 
protecting his best interests and those of the 
institution of insurance. The power to do thig : 
lies with you, “You carry it under your hat,” 


Prudential Writes Large Group Policy ~ 

Life insurance seems to be the popular thing 7 
for employers to give to their employees these ™ 
days. 3 
The Bush Terminal Company of New York™ 
city has just taken out one and one-half mik™ 
lion dollars of life insurance for its workers,” 
It is interesting to note the plan under which J 
this group of employees is insured. 

The supervisory forces, who have served six | 
months or more, had their insurance started at™ 
$1500, increasing $100 each year, up to a maxj- © 
mum of $3000. a 

Skilled labor starts at $1000, increasing $109" 
each year, up to $2000. : 
$100 each year, up to $1000. 

The office force and executive department are @ 


General labor starts at $500 and _ increases 


covered for the amount of their annual salary™ 
with a minimum of $1000 and a maximum of® 
$5000. i: 

The 
this life insurance for the benefit of its emg 
ployees is placing itself in line with the most® 
progressive industries of the day in the matter™ 
of welfare work, as over 1200 people are ine 
The Prudential of j 


Bush Terminal Company in taking out@ 
¥ 


sured in this group alone. 
Newark wrote the policies. 
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Established 1899 





PRESIDENT 





MERICAN 


Ga. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 





Home Office 











HELPING THE MAN 
WITH THE RATE BOOK 


I,EADS—real, live, business-getting leads on the 
right kind of prospects—are supplied to 
Guardian Agents and help them save time 
and increase their production. 


This is only a part of The Guardian’s broad 
program of Agency cooperation. 
to know the whole story of what this Company 
is doing for its field men, address: 


T. LOUIS HANSEN, 
Vice-President 


The Guardian 
Life Insurance Company 





If you want 


GEO. L. HUNT, 
Supt. of Agencies 


or 


Ce la a a te Ea a 8 


OF AMERICA 


EES OR LTT 


Established 1860 under the Laws of the State of New York 


50 Union Square, New York 
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RATE CASE SETTLED 


Michigan Inspection Bureau Con- 
troversy Closed 


AGREEMENT SIGNED 


New Fire Rates About Ten Per Cent Lower 
—Policyholders Will Save $4,000,000 
Annually 
Lanxsinc, Micu., July 8—The long drawn- 
out fight between the State Insurance Depart- 
ment and the Michigan Inspection Bureau over 
alleged discriminatory fire premium rates was 
closed last week. Settling of the case is looked 
upon by State officials as a distinct victory for 

the State. 

Under the terms of an agreement signed be- 
tween the State and the Michigan Advisory 
Board, representing the Michigan Inspection 
Bureau, a downward revision of rates is made. 
In addition the bureau will pay the State $1800 
incurred in expenses as a result of rerating 
several risks and the expense of conducting 
before the State anti-discrimination 
This payment will be in lieu of 


hearings 
commission. 
the $2400 in fines assessed against the Michigan 
Inspection Bureau by the anti-discrimination 
commission. The fines are remitted. 

The new rates, according to Insurance Com- 
missioner Leonard T. Hands, become 
effective September 1, when the new rating act, 
passed at the recent session of the Legislature 
This statute gives the insur- 
ance department complete supervision of all fire 
premium rates in the State and none can be- 
come effective without the approval of the in- 
surance department. It is expected that the 
new 1O per cent 
lower, will save policyholders of the State about 
$4,000,000 in premiums annually. 

The battle between the Insurance Depart- 
ment and the Michigan Inspection 
started early in 1922. The department charged 
that unjust and discriminatory rates were being 
made and published by the bureau. Governor 
Alex. J. Groesbeck became interested and took 
a hand in the proceedings. At a hearing be- 
fore the the Michigan 
Board, governing body of the Michigan In- 
spection 
from other States, in company with two State 
raters, rerate several of the risks complained 
of. This was done, but no adjustment made. 


will 


will become law. 


rates, which will be about 


Bureau 


governor, Advisory 


Bureau, agreed to have two raters 


Commissioner Hands then formally complained 
to the Michigan Anti-Discrimination Commis- 
sion, composed of himself, the attorney-general 
and the banking commissioner. 

After several hearings and a review of the 
evidence submitted by both sides, the anti-dis- 
crimination commission found the Michigan Tn- 
spection Bureau 
twelve instances as cited by the Insurance Com- 
For each the bureau 
fined $200, or a total of $2400. 

The the 


Ingham county (Lansing) circuit court from 


guilty of discrimination in 


missioner. offense was 


Inspection Bureau appealed to 
the order of the anti-discrimination commission. 


The case, however, has never been called, being 


postponed several times by agreement of both 
the State and the Inspection Bureau. The case 
now will be dismissed. 

The battle next broke out in the legislature 
in January and for several weeks occupied the 
spotlight in the legislative halls. Commissioner 
Hands had introduced a bill giving the insur- 
ance department complete control over all rates. 
It was carried by overwhelming majorities in 
both the and the Under the 
terms of the act, rating bureaus and raters must 


House Senate. 


all rates must first be approved 


by the department before becoming 


be licensed; 
effective ; 
a copy of all schedules must be filed with the 
department by the Michigan Inspection Bureau, 
and the department has the authority to raise 
or lower rates. 

A short time ago Commissioner Hands issued 
a statement saying that he was prepared to 
order a flat reduction of 25 per cent in fire 
rates. He declared that he had gathered suffi- 
cient evidence to warrant such a drastic reduc- 
tion. It is believed here that this caused the 
companies, through the Advisory Board, to offer 
the counter proposition accepted by the State 


this week. 


AMERICA FORE GROUP 


Inland Marine Department. Established— 
R. C. Walsh to Manage Home Office 
The American Fagle, Continental, Fidelity- 

Phenix and Farmers insurance companies, com- 
prising the America Fore group of companies, 
have established an inland marine department 
in the home office, and each department office 
of each company in Chicago and San Francisco 
is also establishing an inland marine depart- 
ment. 

These departments are to take over the han- 
dling of inland marine business of the Con- 
tinental and Fidelity-Phenix which has here- 
tofore been done for them by Messrs. Jones & 
Whitlock. 

Jones & Whitlock continue to represent the 
Globe and Rutgers as well as the Importers 
and Exporters for inland marine lines. 

The America Fore Companies’ home office 
department has been placed under the super- 
vision of R. C. Walsh as manager, who brings 
to these companies an extensive knowledge of 
the business. He has been connected with 
Chubb & Sons, Willcox, Peck & Hughes, John- 
son & Higgins and Jones & Whitlock. 


Joins Firemens of Newark 


The the I‘iremens Insurance 
Company of Newark recently announced that, 


Waite 


vice-president of the Insurance Company of the 


president of 


effective August 1, Bliven, at present 
State of Pennsylvania at Philadelphia, will be- 
the Firemens at the 
Western department in Chicago. Under these 
Neal Bassett, 
who since his election as president of the Fire- 
Newark. 
Waite Bliven as vice-president of the Western 


come vice-president of 


circumstances he will succeed 


mens has come to The election of 


department will be generally approved, and will 


be particularly gratifying to his many friends. 


> 
-~ 





FIELD MANEUVERS 











E. W. Chester, formerly special agent of 
the Western Assurance in Virginia, Mary- 
land, and southern West Virginia, has been 
the Crum & 
lorster group for West Virginia, with head- 


appointed special agent for 
quarters at Charleston. 
George S. Jamison has been appointed 
special agent for the Sun and the Patriotic in 
Mr. 
associate of R. A. McDonald, whom he will 


Jamison will thus be an 


Pennsylvania. l 
assist in handling the business. 

W. H. Braniff, who has been special agent 
of the Queen in Colorado and Wyoming, 
has resigned to become special agent in the 
Edward Brown & 
Sons, general agency of San Francisco. 

P. J. Mangan, special agent for the Royal 
and Newark in Indiana, will be transferred 


same territory for the 


to Illinois and Wisconsin, where he will 
travel exclusively for the Newark. 

H. A. Wilson, previously with the Niagara, 
will succeed P. J. Mangan in Indiana. 

M. B. Yager has been appointed special 
agent for the Atlas in Illinois, succeeding 
VE: 
July 1, 


at an early date. 


Lingquist, who has resigned as of 
and will announce a new connection 
Mr. Yager has been for 
the past three years with the farm depart- 
ment of the Continental and prior to that 
was a local agent at La Grange, Ky. 

William E. Kingsley, who for the past six 
months has been special agent for the Home 
of New York under Lee Upton at Louisville, 
has resigned and gone to Davenport, Ia., 
where he enters the local agency of Weir & 
Mr. 
with the Kentucky Actuarial Bureau prior to 
Home. 

Howard M. Eckles, formerly State agent 
for Western 


Mleir as an inspector. Kingsley was 


counection with the 


Pennsylvania, has been ap- 
pointed by the president of the Milwaukee 
Mechanics Fire Insurance Company, Wis., 
to assume general supervision over the 
entire State for that organization. 

Walter G. Roehrle 
special agent of the Tokio Marine & Fire 
and the New York, for New 
York, New Jersey and Pennsylvania. Mr. 


the Firemens 


has been appointed 


Standard of 


Rochrle was previously with 


of Newark. 


Mississippi Court Dissolves Receivership 
Miss., July 
Supreme Court last week overruled a sugges- 
Error filed on June 27, by Attorney 
Chalmers Potter, in the Stokes V. 
Robertson, revenue agent, vs. Attna Fire In- 
The receivership of 
the impounded funds of the fire insurance com- 


JACKSON, 10.—The Mississippi 


tion of 


case of 
surance Company et al. 


panies will be dissolved in compliance with a 
decree of the Chancery Court of Hinds county, 
which was sustained in the Supreme Court, as 
the suggestion of error filed was overruled by 
that body early in the week. 
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NOW READY FIRE AUTOMOBILE MARINE 


NEW EDITION OF THE AMPTON OAD | 
PROMINENT PATRONS “ woM mW Ra : . 


OF LIFE INSURANCE Insurance Company 


This well-known work, of which the 15th edi- NORFOLK, VIRGINIA be 
tion has just been issued, is one of the 
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Add . a 
BEST CANVASSING DOCUMENTS ress Home Office Fer Agency Connection i 


th 





HENRY G. BARBEE JAMES A. BLAINEY HAROLD KNOx 


ever issued for the use of life insurance agents, President Vice-Pres. and Gen. Mer. Secretary . * 
re: 


It contains the names of about ‘a 


12,000 PERSONS CARRYING $50,000 to ve 
$4,500,000 OF LIFE INSURANCE. ALSO 
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HUNDREDS OF LETTERS FROM HEAV- | ATTENTION 2 

ILY INSURED PEOPLE PRAISING LIFE pa 

INSURANCE. We want a general agent in every locality in Illinois in 
. and Indiana where we are not now represented. 

New features in this edition are highly Excellent territory open to men of character. Policies ri 
favorable opinions on life insurance of the up to date and non-par. 1200 influential stock- St 
President of the United States and his Cabi- holders. bu 
net, with portraits, opinions and portraits of || ’ ~ 
four ex-presidents, and opinions and portraits saigiacai weite-e walnss you mene Reainen., “Rent bu 
of 32 State governors. | ence required. a 

0! 

This new edition of PROMINENT PaTRoNs |], Chicago National Life Ins. Co. wi 
OF LIFE INSURANCE contains 388 pages, em- |, Room 324, 202 S. State Street, ne 
bracing about twice as many names as any Chicago, Illinois. : 
previous edition, and may be carried in the |. wi 
pocket. | aa ; os 

Ur 
| 
THIRD EDITION—NOW READY of 
Thoroughly Revised, Improved and Greatly Enlarged 
_ | Fire innmcnee caine d Undeowede aa 
an 1tin tm 
SINGLE COPY, Limp Cloth Binding oi op eel $4.00 By C. C. hase. and W. O. LINCOLN 8 I i 
“ “Flexible Binding.......... 4.50 || neat ion eee | 
OVER 5000 DIFFERENT SUBJECTS TREATED spé 
PRICES IN QUANTITIES | aden vat he peg age 
Limp Cloth Flexible | A COMPLETE TEXT AND REFERENCE BOOK FOR - 
“ Fire Insurance Inspectors and Underwriters, Students, Firemen and all 
$45. 12 copies $51. Others Interested in Fire Prevention Ste 
90. ie 105. Insurance Terms Defined pi 

175. ‘ 50 *“ 200. | Standard Policy Thoroughly Explained 

325 100 “ 375 Special Forms of Insurance Analyzed hee 

775. 250 « 875. Chemicals and their Hazards Described In 

° i : Manufacturing Processes & Special Hazards Listed ob! 

1500. 500 1625. Alphabetically Arranged—Printed on thin Paper—Bound in Flexible ind 

Covers—Just the Book for the Underwriter in Office or Field 
PRICES Sti 
THE SPECT ATOR COMP ANY Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 | ” 
THE SPECTATOR COMPANY Be 
CEBCAGO ee ene |] CHICAGO - PUBLISHERS - NEWYORK || |. 
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DISTRIBUTION BY STATES 
OF FIRE INSURANCE 


This Valuable Reference Book Gives 
1922 Premiums and Losses 





SHOWS SEVERAL CLASSIFICATIONS 


Presents Statistics Separately of Fire, 
Motor Vehicle, Tornado, Hail and 
Total Business 
The 1923 edition of “Distribution by States 
of Fire Insurance in the United States’ has 
heen issued by The Spectator Company. This 
work, which has, during the past quarter cen- 
tury, built up a fine reputation as a handy and 
valuable reference work for managing under- 
writers and special agents, this year presents 
the net premiums received and net losses in- 
curred in 1922, by each company in each of the 
respective States and in Canada, for the follow- 
ing classes of business: Fire insurance; motor 
vehicle insurance; tornado insurance; hail in- 

surance, and total business (all classes). 
Information as to fire insurance and total 
further subdivided according to 
Stock com- 
panies; mutual companies; Lloyds and inter- 


business is 
classes of companies, as follows: 


insurers. 


one of which gives the totals for each State 
for 1922, of premiums and losses as follows: 
Stock companies, fire; stock companies, total 
mutual companies, fire; mutual com- 
Lloyds and _ inter-in- 
fire; inter-insurers, total 
motor vehicle insurance; tornado in- 


business : 
panies, total business; 
surers, Lloyds and 
business ; 
surance, hail insurance; and also grand totals 
for each of the respective groups. 

The recapitulation table gives total 
premiums and losses, with ratios of the busi- 
ness in each State and territory, respectively, 
and in Canada, in the years 1885, 1890, 1895, 
1900, 1905, I9I0, I9I5, 1920, 1921 and 1922, 
with totals by States for the thirty-eight years, 
1885 to 1922, inclusive, grand totals for the 
United States and Canada by years, for each 
of the last thirty-eight years, 

The publication of this work has involved 
a vast amount of labor and very considerable 
expense. The book comprises 348 pages, eight 
inches by five and is bound in real leather. 

Coming out so early in the year it is of 
special value to fire insurance company man- 
agers, department managers, special agents and 
prominent agents. It is impossible to obtain 
all of the information given in this book from 
State reports at any time, while few reports, 
even of a preliminary character, have as yet 
been issued by the various State departments. 
In order to secure the data, the publishers were 
obliged to communicate not only with the 
individual companies, but also with the various 
State insurance departments, carefully collat- 
ing all the matter received from the different 
official sources. The completeness and early 
issuance of this book render it of invaluable 


other 


service to its subscribers. 
It sells at $20 per copy, with discount for 
orders of 25 copies or more. 


Philadelphia Fire & Marine Under Way 
Starting with a capital of $1,000,000 and a 
surplus of $500,000, the Philadelphia Fire and 
Marine Insurance Company has been granted 
a charter by the State of Pennsylvania and has 
licensed by the Insurance Department 
The Philadelphia Fire and Marine was 
organized to take over the business of the 
Philadelphia Underwriters, as well as most of 
the personnel, the latter having been jointly 
under the control of the Insurance Company 
of North America and the Fire Association for 


been 
there. 


the past twenty-nine years. 

The officers of the new company are the same 
as the officers of the Insurance Company of 
North America, to wit: 
dent; J. O: Platt, 
Kremer, secretary and treasurer. 


3enjamin Rush, presi- 


vice-president, and John 


KANSAS RATE ORDER 
Companies Charge Ruling Was Not Legally 
Made by Insurance Commissioner 

Frank Travis 
-The 


Court on the 


Topeka, Kan., July 9. decision of 
County 
motion of the fire insurance companies to set 
aside the rate order issued sixteen months ago 
The State 
filed its briefs in the case this week and Judge 
Whitcomb announced that he would hand down 
started 


the Shawnee District 


is expected during the next week. 


his decision on the motion before he 
on his vacation the last week of this month. 
The motion involves the validity of the rate 
order in that the fire companies charged that 
it was not legally made by Frank Travis and 
that it attempts to regulate some rates over 
department’s rating bureau has no 
The 


rates on some lines and increased the rates on 


which the 


jurisdiction. Travis order reduced the 


a few lines. The companies contend that the 
method of making the order was illegal in that 
Travis held hearings and then made the order 
instead of making his investigations and then 
giving the companies a chance to be heard on 
what the proposed order should be. The com- 
panies also assert that the rating bureau has 
jurisdiction only over fire, tornado and _ hail. 


Virginia Firemen’s Convention 
RicHMOND, Va., July 9—A number of Vir- 
voluntary fire-fighting 
organizations delegates to the 
Firemen’s Convention, which will be 
Va., on August 22, 


ginia towns having 


have elected 
Virginia 
held in 


> 


23 and 24. 


l’redericksburg, 


Missouri Rates to Be Reduced 15 Per Cent 
Superintendent of Hyde 
has ordered a reduction of I5 per cent in pre- 


Insurance B. C. 


mium rates for fire, lighting, wind, hail and 


livestock insurance. A hearing on the order 
is set for July 26. 


President Bissell Sails 
Richard M. Bissell, president of the Hart- 
ford Fire Insurance Company, sailed for 
Furope recently on the “Nieuw Amsterdam.” 
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OHIO FARMERS’ CELEBRA= 
TION 





Company Completes Seventy-five 
Years of Business Life 


IS WIDELY KNOWN AND RESPECTED 


Elaborate Program of Entertainment Is 
Being Carried Out 

The old Ohio Farmers Insurance Company, 
of LeRoy, O., is celebrating the seventy-fifth 
anniversary of its organization, an elaborate 
program having been prepared for yesterday 
and to-day. The company planned to entertain 
a large number of people in a characteristic 
manner, and it is emphasized that this event 
is a birthday party rather than a business meet- 
Westfield Inn and Westfield Hall will be 
fully occupied and many visitors will be enter- 
tained in local homes. 

The anniversary celebration was 
planned to be opened with a band concert and 
an open-air carnival on Wednesday evening, 
July 11. Thursday morning, President Frank 
H. Hawley was scheduled to make an address 
of welcome, and was expected to call upon 
some of the guests to make brief talks. The 
Ohio Farmers’ Chorus was on the program fer 
cantata, “The Maiden,” 
and at noon to-day the guests and employees 
were to he served with a picnic luncheon. Then 
were to follow a ball game and later a recep- 
tion and tea at Westfield Hall. 

Thursday evening it is planned to serve an 
village 


ing. 


diamond 


an interesting Rose 


old-fashioned dinner in the 
nark, to be followed by a garden party, in- 
cluding an historical pageant calling attention 
to interesting periods in the history of the 
company. Certain surprises were also expected. 

The hall game was expected to be a very 


country 


interesting event, and considerable excitement 
had been worked up in advance over it. 

An interesting announcement at this time is 
the election as assistant secretary of Dorman 
W. Crane, formerly the company’s special agent 
for Ohio. Mr. Crane’s previous experience 
embraced a special agency for the Old Colony, 
and service with the National Inspection Com- 
pany and the Michigan Commercial. 

The Ohio Farmers of LeRoy operates in a 
considerable number of States, and*has an an- 
nual premium income approaching $3,000,000, 
while its assets are close to $5,000,000. Its 
officers are: President, F. H. Hawley; vice- 
president and treasurer, J. W. Crooks; secre- 
tary, W. E. Haines; assistant-secretary, Dorman 
W. Crane. 








Kansas Schools to Have Fire Prevention 
Course 

Toreka, Kan., July 9—Fire prevention and 
safety are to be made a part of the required 
work in the Kansas graded schools beginning 
with the next school year. Miss Estelle Cooper, 
a teacher in the Topeka schools, is preparing 
a safety manual under the direction of L. T. 
Hussey, State fire marshal, and Jess W. Miley, 
State superintendent of public instruction. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK 
Globe Building 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
331 Walnut St. 


BOSTON 
Winthrop Building 





BRANCH OFFICE AUDITS 





One of our clients referring to our 
audits of the Company’s Branch 
Offices writes as follows: 


“Tt is obvious that a concern 
specializing in work of this char- 
acter is able to render a service of 
distinct value to its particular 
class of clients. This is especial- 
ly true in the case of branch office 
audits in which the service is not 
merely so much a seeking out or 
preventing possible defalcations 
or irregularities, as a certification 


and reconciliation of facts and 
conditions, in which a thorough 
knowledge of the intricacies of 
insurance accounting is essential. 
We consider our interests in this 
regard well served by your or- 


ganization. 


JOSEPH FROGGATT 
President 





On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 























A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 
AND 


BIG COMMISSIONS that makeit worth- 
while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age 35—$16.30: per $1,000. 
Important districts open in Western Michi- 


gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 
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SOUTHWESTERN LIFE 
EXAMINED 


Report Shows Excellent Financial 
Condition of Company 


ADMITTED ASSETS $12,119,799 


Writings Confined to Texas—Premium 
Income Increased to $3,067,076 in 
Three Years—Progressive 
Management Evident 


AustIN, Texas, July 9.—The report of ex- 
amination of the Southwestern Life Insurance 
Company of Dallas has just been made public 
by J. L. Chapman, Texas Commissioner of 
Insurance and Banking. The last examination 
of the company was made as of December 31, 
1919, and the examination recently completed 
was confined to the years of 1920, 1921 and 
1922, and comprises extensive test checks upon 
the books of account and of the vouchers for 
the first two years under observation, complete 
audit for the year 1922 and a verification or 
compilation, respectively, of the three annual 
statements as filed in the Department of In- 
surance and Banking, together with a brief re- 
view of the company’s history and management 
and of such transactions as have taken place 
since the last previous examination. The com- 
pany was incorporated under the laws of Texas 
in 1903 without any promotion expense and 
with an original and paid-up capital stock of 
The 
authorized capital was later changed by amend- 
ment to the charter increasing the capital stock 
As the increases in capital stock 


$100,000 and a paid-up surplus of $50,000. 


to $2,000,000. 
were sold in 1908 and 1909 at $175 and $200, 
respectively, per share of $100 par value, the 
total amount of paid-in surplus by stockhold- 
ers since inception aggregates $175,000. 


Briefly summarizing his findings, the examiner 


that the company is in excellent 
fnancial condition. “Although the company 


has confined its writing of insurance as well 


reported 


as its investing of funds to Texas, and in spite 
of the fact that it has been unwilling to deviate 
from this probably ultra-conservative course 
and refused to follow its competitors into the 
yet more or less unexplored but popular regions 
of substandard business, it has grown by leaps 
during the elapsed 
since the last examination.” 

The examiner further reported that the pre- 
mium income had increased during that period 
from $1,830,308 to $3,067,076; the insurance in 
force from $61,968,311 to $112,558,102: the ad- 
mitted from $6,971,720 to $12,119,800, 
and the surplus to policyholders from $1,008,- 
066 to $1,583,730. Death claims are promptly 
paid and policyholders receive fair and equi- 
table treatment, the examiner said. In con- 
clusion, the “With its 
well invested funds and its ample resources 
the management has succeeded in its untiring 
efforts to build a life company to 
which one may rightfully refer with satisfac- 
tion and pride as one of the strongest leading 


and bounds three years 


assets 


examiner reported: 


insurance 


Texas institutions.” 


The financial statement as of December 31, 


1922, shows a total income of $4,055,428. New 


premiums totaled $539,095 and renewal pre- 
miums $2,527,980. The premium income was 
$3,067,076. Other items shown include: In- 


terest on mortgage loans, $405,953 less $6383 
interest paid on mortgages acquired, 
leaving $399,570; interest on policy loans and 
gross rent from com- 


accrued 


premium notes, $183,872; 
pany’s home office building, $194,805; interest 
real estate, 
1921, 
1922, 


book value of 
December 31, 
$9,737,539; increase in capital stock, 
$250,000, making a total of $14,042,968. 

Disbursements totaled $2,379,618; total led- 
ger assets, $11,683,350; gross assets, $12,2TT,- 


586; total admitted assets, $12,119,790. 


by adjustment in 


$187,258; ledger assets, 


Does a Young Man Need Life Insurance? 
(Concluded from page 4) 
over the policy, something I never had done be- 
fore, what do think I found? I found 
that that policy was actually worth $3000 in 
cash right now! I could not believe it. I had 
saved $3000 in cold cash without knowing it. 
And as I am still a young man and expect to 
be on the payroll for a good many years to 


you 


come, that policy is going to stay right where 
it iss It Igo the Missus and the two 
boys will cash it in for $5000, but if they go 
before I do, it will be that much for old Sidney 
himself, and he will be pretty sure to need it. 
But I just can’t get over that big surprise— 
saved $3000 and didn’t know when I was do- 
ing it. An@ when those three thousand big iron 
men were staring me in the face down in that 
safety deposit vault, I couldn’t help saying to 
‘Well, the certainly did know 
what he was talking about. 

These are only a few of the many angles to 


first 


myself, boss 


a young man’s life insurance, and they will be 
valuable only to those who will take them to 
They will be pure gold to the young 
to listen to the voice of 


heart. 
man who is willing 
experience and is really and truly anxious to 
Simply wishing for success is not 
“Tf wishes were horses, beggars would 
A young man to-day has to declare 


far in 


succeed. 
enough. 
ride.” 

get 


will not very 


And he can make no more 


his principles or he 
the business world. 
emphatic declaration of principles nor furnish 
better evidence of character and manhood than 
to carry life insurance. 
Bankers Life President’s Month 

Salesmen of the Bankers Life Company of 
Des Moines are honoring George Kuhns, presi- 
dent of the company, this month by spelling 
his name with applications. The salesman who 
spells the name the largest number of times 
during the month will be an honor guest at the 
home office. Certificates of merit will be 
awarded to leading agencies and to leading 
salesmen in district. the 
company are pasting the letters of Mr. Kuhns’ 
name on all of their applications. The con- 
test is on the paid-for basis and only approved 


each Salesmen of 


business is counted. 
—Vice-President Hansen, of the Guardian Life, 
accompanied by Mrs. Hansen, sailed for Europe last 


Saturday on a business trip in connection with the 


business. 
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liquidation of foreign 


NATIONAL HEALTH 
COUNCIL 


Made for Periodic Medical 
Examinations 


Appeal 


PROMULGATED ON JULY 4 
Slogan Adopted—Country’s 
Health Needs Outlined 


By Eucene LyMAn Fisk, M.D. 
Medical Director, Life Extension Institute 


Timely 


The National Health Council has sent forth 
appeal for health 
examinations. The slogan used was, “Uncle 
Sam! Be Examined on Your Birthday, July 4!” 

Of course, it would be physically impossible 
for Uncle Sam to be completely examined on 
his birthday; but the appeal was for the people 
of this country to give serious thought on that 
day to this great health problem—to resolve 
on that day that some time during the year 
they would have a physical examination from 
the life extension standpoint, to find out their 
physical defects, their errors in living habits, 
and secure sound counsel as to how they could 
best proceed to improve their vitality and pro- 
long their useful days. 


a nation-wide periodic 


VALUABLE Lives Lost sy NEGLECT 

As Uncle Sam looks at this bill of particu- 
lars, he seems interested, but not ashamed. It 
is to be hoped that the National Health Coun- 
cil and its allies will succeed in arousing him 
The Stars and 
Stripes in themselves mean nothing at all. It 
is what the Nation put behind these 
symbols, and in the future will put behind them, 
that Daily the country is confronted 
with acres of type in discussion of what are 
supposed to be the fundamental needs of this 
A vast amount 


to a reasonable sense of shame. 
has 


counts. 


country and the world at large. 
of oratory and literature is wasted on surface 
treatment of the world’s ills. Political prob- 
lems of infinitesimal importance as compared to 
the health stamina of the people are given wide 
attention and occupy the whole lives of impor- 
tant men, while matters that profoundly affect 
the happiness and living capacity of the people 
are neglected. Daily there are valuable lives 
prematurely snuffed out through the crudest 


form of neglect. 


HraLTH THE FouNDATION OF HAPPINESS 
This bill of particulars is presented to Uncle 
Sam, not for the purpose of depressing him, 
but to arouse him to a patriotic sense of the 
dangers that confront him unless he heeds this 
advice. Disraeli, a brilliant and_ practical 
statesman, gave clear expression to a great 
truth “Public health is the 
foundation on which reposes the happiness of 
the people and the power of a country. The 
care of the public health is the first duty of a 
Most of the great thinkers and 


when he said: 


statesman.” 


leaders of human thought have somewhere 


given expression to this truth. After all, health, 
in the broader sense, is wholeness of life. It 


The 


is life in the highest degree adjusted. 
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CONDITION 


December 31, 1922 





NN a a re ee ee ere $12,005,345 
re 5,124,053 
Reserves for all purposes...................... 000.0 ce eeeee $556,038 
Surplus to Policyholders........................ccceecceees 275,635 

ere $831,673 


REPORT OF EXAMINERS 


A Convention Examination of the Company participated in by Colorado, Kansas and Wyoming, completed January 30, 1923 
contains not one line of adverse criticism but has the following commendatory remarks: 

LOW MORTALITY. ‘The * * * low rate of mortality indicates continued care in selection of risks.’’ 

NEVER A CONTESTED DEATH CLAIM. ‘The Company has never had a contested death claim since its organization.” 
Note: The Company has been writing insurance eleven years. 

COMPANY’S INVESTMENTS. ‘Mortgage Loans. These loans were all carefully inspected and found to be in conformity 
with usual practices. All loans are first liens and earn an exceptionally good rate of interest. In each case the security appears to be 
amply sufficient * * * 

UNPARALLELED RECORD. “There was no past due interest on the books of the Company as of December 3lst, 1922. 
This is anunusual record * * * unparalleled in the history of life insurance companies * The Company is to be com- 
plimented on its high grade of loans * * 

RESERVES AND INSURANCE RECORDS. “The reserves * * * maintained are adequate and in accordance with 
sound practices and legal standards * * *. The amount of insurance on which reserves are maintained was balanced exactly with 
the Company’s very complete records * *.”’ 

CONCLUSION. ‘In conclusion, we desire to say that we consider the affairs of the Company generally to be in excellent con- 
dition, both as to investments and insurance written and in force, and that the company is conservatively and efficiently managed. We 
believe that its development along sound lines will continue under the direction of its present officers and directors and that the con- 
fidence in its stability, as evidenced by its growth, shown by its records to date, is fully justified.” 


THE WESTERN NATIONAL LIFE INSURANCE COMPANY 
Executive Offices: DENVER, COLORADO 





























American National Insurance Company 
OF GALVESTON, TEXAS R ead ! 
W. L. Moody, Jr., President W. J. Shaw, Secretary y. 
Shearn Moody, Vice-President e 
FINANCIAL STATEMENT, DECEMBER 31, 1922 New York State Field Annual 
Real Estate Owned —. $917,417.61 : ’ 
SE BPMN gels sod ae oars ele dbs ae OO AS SWAN eras . 
eee 5,352,594 .38 | nsurance Direc tory 
Sa PaN MORIN LEMEEN 5655255 sored lo toub is avd iia gar eie a ela GIs era Sove etait aie 25.000 .00 H 
Loans Made to Policyholders (On This Company’s Policies) 1,458,245.93 
ee ee eis ne capt n ac coats 4'214'350.01 , : 
Cash in Banks...... PEE ee eee 1,718,881 .46 ONTAINING a complete list of agents in 
RPRRERIARIES QIN LODO SEG i oa a 1 soei 50.0.5 0 0 \0/0ls n'e:6:0r0: 010 2! od S.000 ie 7,848 .15 4 
Interest Due and Accrued..... ste eee esecererersecces 316, 604.78 New Y ork State (*exclusive of Greater New 
Deferred and Uncollected Premiums.................+65- 284,967 .99 j i 
Unearned Premiums on Fire Insurance Policies........... 713.62 | York) with complete address, list of companies 
MEL ce hei ee Wh versie Srasviatns ouuateawiaus @ bids roe w ater sh $14,296,623 .93 | represented, etc. 
LIABILITIES | ; 
Net Reserve (American Experience 3 and 344 Per Cent)... $11,202,951 .35 | Many new features are included that will be 
Special and Contingent Reserves...... 0. ...ccceeeeeees 17 3,682.00 ene oe 
Reserves for Death Losses in Process of Adjustment....... 134,739 .47 found only in Field Annuals. 
REEVE TOK WARNE POO o.5 50s scl o.4.6 did Saes.o awe esse eeeten 89,770 .93 | 
DASSCRUAMCOS TARDE 60.6 515 ois. 6-6 00:0 0.5 54:8, 659.016.8959 18) 00008 139, 656.13 | 
ROTTER SOCK 6. 6:6 6:6 winiaisisediereecwinien ae $1,000,000 .00 | * Greater New York is published separately. 
RIDE ics cs ne a otresreckiave weld lewis 1,555,824 .05 | 
Surplus Security to Policyholders................22.00005 2,555,824 .05 
inl dieaiax wal cneta ninenael $14,296,623 .93 
Gains Made During the Year Ending December 31, 1922 | THE INSURANCE FIELD CO. 
Increase in Insurance in Force........... $23,758,023.00 Incorporated ; 
Increase in Admitted Assets.............. 2,623,687.00 | P, 0. Box 617, Louisville, Ky. 
Increase in Surplus. ..................... 741,928.24 | | Send me a copy of the NEW YORK STATE FIELD ANNUAL 
LIFE INSURANCE IN FORCE, $181,457,796.00 AND INSURANCE DIRECTORY. Enclosed find check for 
Ordinary Life, Industrial Life and Accident Insurance to | $5.00 to cover cost. 
Meet the Requirements of Every Insurable Person. | N: 
PAID POLICYHOLDERS OR THEIR BENEFICIARIES | BING” secaicyero tein ciereis joverelnnsioteiaroeteremaiors slaves ale sletereinie ce Sie atavelers 
SINCE ORGANIZATION, $12,549,109.96 DD MMM oo catasssccninrsbaleinmicsaciniteunialiiaien alte tee 
ASSETS, $14,296,623.93 | C State 
Operates in Twenty States and the Republic of Cuba ity ee ee ere eee ee ee ee ee ee WUATE ccc cecvcccccs 
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present campaign to arouse the people to a 
sense of responsibility for their health was not 
based upon a grossly materialistic conception 
of human life. The Life Extension Institute 
lays down the principle that not only the body 
but the life of the individual be examined. The 
institute lays great stress on the personal his- 
tory of those examined, their activities, their 
vocations, avocations, and their mental and emo- 
tional states, as well as the physical basis of 


their lives. 


PERIODICAL EXAMINATIONS NEEDED 

There is no question as to the tremendous 
waste of human life. The whole story is not 
told in the death rates or sickness rates. There 
are millions of people who do not figure in these 
records, but are only half alive. The rational 
common-sense way to deal with this situation 
is to investigate this business of living just as 
one would investigate the business of a bank— 
have it periodically examined and exercise such 
intelligence as we possess in applying the scien- 
tific knowledge we now have to the building 
up of better lives and better communities. In 
this way may we not hope that through such 
means substantial progress will be made in 
solving some of the great world problems that 
now baffle and at times profoundly discourage 
even the great-hearted leaders in the world’s 
affairs? 

Co-OPERATION Is ESSENTIAL 

It is the National Health 
Council to enlist the co-cperation of all organ- 
both State and local, all physicians, 


purpose of the 


izations, 
and also all public-spirited citizens in this great 
movement for the improvement of the vitality 
and happiness of the people, and to make this 
vear a memorable one in health annals. 

The American Medical Association has 
already appealed to the physicians of this coun- 
try to equip themselves for this type of work. 
General practitioners have been dealing mostly 
with emergency problems in medicine. They 
now need to turn to this problem of keeping 
people well. 

It should be a source of gratification to all 
engaged in the life insurance business that the 


creat 


sita 


impetus to undertake this work came 
The 
figures and the practical demonstration of the 
¢ 


from life insurance sources. facts and 


ife-saving value of periodic health examina- 
life 


But the burden should not be borne by a few. 


tions are the contribution of insurance. 


There is no reason why any life insurance 


company should be a mere onlooker in this 


campaign. Participation in this work is sound 
business policy and will surely result in divi- 
ae ; j : : : 

dends partly derived from mortality savings, 


but largely also from increased good will not 


only toward the individual company but the 
business in general. 
Emerson Hough’s Policy 
The late Emerson Hough, author of “The 
Covered Wagon” and many other popular 
novels, was insured in the Missouri State Life 


Insurance Company, St. Louis. 


LICENSE RULING 


Virginia Commissioner Modifies Re- 
cent Opinon 





CONFERS WITH AGENTS 
Col. Joseph Button Makes Changes After 

Meeting with Executive Committee 

of Virginia Association 

RicuMonp, VA., July 10.—After a conference 
with the executive committee of the Virginia 
Association of Insurance Agents, during the as- 
sociation’s annual meeting the last week of June, 
Commissioner Joseph Button has modified his 
recent ruling relative to the licensing of agents. 
The modified ruling becomes effective July 16, 
and is printed in full below. The changes made 
partially meet the views of the agents, who 
were not altogether satisfied with the original 
ruling : 

1. For the license year beginning July 16, 
hoth agents and solicitors will be issued cer- 
tificates of registration as usual. 

2. An agent’s certificate of registration will 
he issued only on application of the company 
and only to a person who is a regularly con- 
stituted contract agent or holds a commission 
or authority from the company with full author- 
ity to act as such and whose actions shall be 
binding on his principal. 

3. A solicitor’s certificate of registration will 
be issued only on application of the agent for 
whom he is to procure business. 

A solicitor can be registered only for one 
agency and only if he resides in the same city 
or town where the agent employing him lives 
and is in husiness; he must devote his entire 
time to the business of that agency. 

He may solicit only the classes and lines of 
insurance written by the companies in thé office 
of his employing agent. 

Agents may obtain proper forms to be used 
in applying for certificates of registration for 
solicitors from the bureau of insurance. 

4. A firm or corporation will not be licensed 
as an agent.or solicitor. Only individuals are 
subject to license. 

5. A person soliciting insurance under con- 
ditions other than these is a broker and must 
he licensed as such. 

6. A person, firm or corporation may be 
licensed as a broker. 

7. Only residents of Virginia may he licensed 
as agents or solicitors, life insurance agents 
exce pted. 

&.. A non-resident who desires to participate 
in commissions derived from Virginia business, 


other than life insurance, must obtain a broker’s 


license. An agent’s certificate of registration 
is sufficient for life insurance. 

9. A company or agent cannot allow a com- 
mission to a non-resident unless the non-resi- 
dent 
is excepted. 


to. A broker cannot place business with a 


holds a broker’s license. Life insurance 


non-licensed insurer. 
1r. No company, agent, broker, or solicitor 


can allow a person, firm, or corporation not 
licensed by the bureau of insurance to partici- 
pate in any way in the commissions derived from 
Virginia business. 

12. No person, firm, or corporation will be 
licensed as agent, solicitor, or broker, or 
allowed to participate in any way in the com- 
missions derived from Virginia business, who 
does not conduct such business in good faith. 


Shawmut Bank Has Unique Plan for 
Creating Family Estate 
The National 3ank, Boston, has 
launched a proposition by which income pro- 


Shawmut 


ducing securities in any amount may be placed 
The 
income from the securities is used to purchase 
The under the 
arrangement, as is pointed out, are several. 


with the trust department of the bank. 


life insurance. advantages 
When a man’s income grows to five figures 
upon the peak of it. 
securities 


surtaxes bear heavily 


However, income derived from 
permanently set aside in a trust fund for a 
family estate, is relieved from heavy surtaxes 
when it is made payable to beneficiaries other 
than the donor, or is reinvested to increase the 
original principal fund. Under this arrange- 
ment the man’s total direct income is reduced 
and in consequence the surtax may be lowered. 
The bank states that it will co-operate with 
life insurance men in bringing their clients un- 


der the trust plan. 


Shenandvah Life Agents’ Convention 


RicuMonp, Va., July 9.—Agents of the 
Shenandoah Life of Roanoke, Va., were the 
company’s guests at a three-day convention held 


at the Hotel Roanoke, Roanoke, last week. 
There were a number of pleasure features in 
connection with the convention. A banquet was 
held at Lakeside Inn the first evening, there 
was an informal dinner at Cavern Inn the sec- 
ond evening and a picinc at Yellow Sulphur 
Springs the last day. 

All business sessions were held in the ball 
room of the hotel. S. N. Cornett, presided over 


the meeting. The program opened by an ad- 


dress from President R. H. Angell. C. W. 
Fstes, general agent for South Carolina, re- 
sponded. Others making addresses were: W. 


manager; Gaylord 
Davidson, M. E. Cornett, T. J. 
Howells, J. W. Maj. R./C. 
\ number of women agents qualified 


F. McAllister, agency 
Jones, S. F. 
Dickerson and 
Morgan. 
for membership in the company’s agency club. 


The Shenandoah Life expects to erect a 
handsome home office structure in the near 
future. 

Death of U. E. Terwilliger 
U. FE. Terwilliger of Ellenville, N. Y., one 


of the oldest local agents in Ulster County died 
The held 
on Monday last week. His 
Terwilhger, 


the agency will continue to do so. 


in Ellenville 
son, B. H. 


who for some time has conducted 


recently. funeral was 
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E. P. AMERINE, Secy. 


$2,054,516.67 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, sacon, 6a. 


AUTOMOBILE 
PLATE GLASS 


AN 


BURGLARY 
LIABILITY 


AMERICAN COMPANY 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 











HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922................... $7,369,835 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc..............eee0. 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment..............cceeeee 2,110,922 


reserve 
Actual mortality experience 52.87% of the amount expected. 


SME UN ERNE os oc icyosiowssieeasscsevaeesesee oceeeae $232,163.052 
Admitted Assets 46,253,715 


COP e eee ererererereesereseseseseessesese 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 














Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 


UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 


information to 
ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 
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The Home Life Insurance Company of America 

Incorporated 1899 

PROTECTS THE ENTIRE FAMILY 

This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 





WANTED: PRODUCERS OF GOOD BUSINESS 
IN INDIANA, KENTUCKY, ARKANSAS, 
ALABAMA, FLORIDA, AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 




















ACACIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1922............ $38,942,000.00 
Gain in Insurance in Force............... 21,462,805.00 
Insurance in Force December 31, 1922.... 122,685,100.00 
URI eee ee iG caieiG cic iierosinne un bicanies 6,828,344.87 
Increase in Assets... ..........0.00ccc000. 2,214,850.30 
Increase in Reserve..................000: 1,683,761.00 
increase in Surplus... ........000cs0ceee. 431,446.67 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
FIELD FORCE 


WILLIAM MONTGOMERY 


Homer Building 
President 


Washington, D. C. 











for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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MUTUAL LIFE OF ILLINOIS 
BUYS MARQUETTE 


Former Now Has $20,000,000 of Life 
Insurance in Force 





MUTUAL’S ASSETS OVER $1,800,000 


Marquette’s Reserve Was Over $150 Per 
$1,000 of Insurance 

Announcement is made of the consummation 
of the purchase by the Mutual Life of- Illinois 
of Springfield of the Marquette Life Insurance 
Company, also of Springfield, Tll., the former 
paying stockholders of the Marquette Life for 
their stock at $12.50 per share (par value, $10) 
and assuming all the assets and liabilities of the 
\arquette. 

The business of the Marquette Life had been 
built up steadily, until on December 31, 1922, it 
had $7,375,150 of insurance in force, upon which 
the reserve was $1,012,937. The amount of re- 
serve to insurance on June 30, last, when the 
purchase was completed, exceeded $150 per 
$1000 of insurance. The deal was a very satis- 
factory one to all concerned, and puts the 
Mutual Life in a very gratifying position. 

The statement of the Mutual Life of IIli- 
nois and the Marquette Life, combined, as of 
December 31, 1922, shows admitted assets of 
$1,808,086, with capital $200,000, and net sur- 
plus $43,034. On June 30, 1923, its life insur- 
ance in force was $20,000,000. 

The Marquette Life was organized in 1909, 
and at the end of 1922 had $1,295,803 of assets, 
with unassigned funds and capital of $256,802. 
J. C. Bernard was its president and O. F. 
Weisenberge its secretary. 

The Mutual Life of Illinois, which writes 
life, accident and health insurance, started busi- 
ness in January, 1920, and has been capably 
managed by President H. B. Hill and his asso- 
ciates. It closed 1922 with $512,192 of assets, 
and unassigned funds and capital amounting to 
It then had $10,040,190 of insurance 
in force. The company operates under the 
law which requires all policies to be registered 
and the full legal reserve deposited with the 
State for the benefit of policyholders. In a 
letter endorsing the consolidation, Superintend- 
ent of Insurance T. J. Houston quotes from a 
recent examination report upon the Mutual Life 


$240,882. 


as follows: 


All death claims incurred by the company 
during the period covered by this examination 
were reviewed and it was found that the same 
had heen settled promptly and equitably. The 
actuarial methods of the company are sound. 
The officers of the company are men who have 
had extensive experience along life insurance 
lines and the affairs of the company are being 
developed on constructive lines and equitable 
treatment is heing extended to all policyholders. 

Mr. Houston further said: “I have no hesita- 
tion in recommending the Mutual Life of IIli- 
nois to vou as being entitled to your fullest 
confidence in its assuming the obligations of 
your insurance protection.” 


Universal Life’s Ward Month 
The Universal Life Insurance Company of 
Dubuque, Towa, dedicated the month of May 
to their general manager, C. E. Ward. The 


about matters 


The 


for business by 


month was a great success in every way. 
agents responded to the call 
writing over one-third of a million. 

The company offered $100 in gold and the 
prizes were won by the following agents: 

Prize No. 1.—lrancis Doll, Apple River, IIL, 
the first man to return his applications com- 
pleted. 

Prize No. 2.—Peter E. McGinn, New Hamp- 
ton, Iowa, for writing the largest amount of 
insurance during May. 

No. 3.—George Hohmann, Dubuque, 
Towa, for writing the second largest amount of 


Prize 


insurance. 

Prize No. 4.—Braham & Lien, Rudd, Iowa, 
second to return applications completed. 

Prize No. 5.—P. E. McGinn, New Hampton, 
Iowa, for sending in the largest number of 
applications in addition to those sent him. 

The grand prize of $25 in gold also went to 
George Hohmann of Dubuque, for writing the 
most $5000 applications. 


BOOKLET OF ADVICE TO AGENTS 


How to Open the Sales-Talk—Method of 
Presentation—Overcoming Objections— 
Closing 

Under the title ‘“Prospects—Presentation— 
Closing,” the Prudential Insurance Company of 
America of Newark has issued its second text- 
book for the use of its representatives. Its aim 
is to assist agents to a better understanding of 
the unlimited field they have, through the use 
of the debit, for greater service and production. 
The industrial agent has a following of pre- 
mium payers, who are already entrusting the 
company with their savings and expect-helpful 
ideas and suggestions from the agents. 

This little book advises them, after they have 
their collections, to conversation 
relating to the family hopes and 
ideas regarding thrift and future comfort. If 
this does not develop immediate interest, it sug- 
ests talk of endowment insurance on the 
ather’s life to aid the children to secure an 
In general, it is suggested that every 


made invite 


og 
f 


education. 
opportunity should be used to tell members of 
the family of the company’s keen interest in all 
things that make for the contentment and the 
comfort of its millions of industrial policy- 
holders, and which led to the issuance of its 
fifteen-year term policies with total and perma- 
nent disability provision. 

The company’s interest in housing and homes 
is evidenced by its having loaned nearly $100,- 
€00,000 in 1922, on farms, dwellings, apartments 
and other city properties. 

The booklet continues. “When a wife can say 
to her husband, ‘our Prudential man says he 
can help us with this, that or the other home 
probiem,’ she is delivering to the agent on the 
debit the best ordinary prospect he could ask 


for.” 


INTERMEDIATE 
occasional tact- 


How to REAP ORDINARY AND 

It is recommended that, by 
ful questions, information he secured about vari- 
ous members of the family who are employed, 
and as much as possible about the family cir- 
The agent will then be able to 
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cumstances. 


form a pretty clear idea of the character and 
amount of protection the family needs, and can 
This should 
then be communicated to the wife or mother, 


plan out a program of protection. 


who will no doubt be interested in any plan 
that will assure a home or some income, or both, 
for her and the dependent children, in the event 
of the death of the head of the family. It-is 
best to enlist her sympathy before interviewing 
the one whose life it is proposed to insure. 
“he agent should then endeavor to make an 
appointment with the head of the family some 
agent’s remarks 
should convey the impression that, while this 


evening, and_ the opening 
is a matter of everyday business with him, he 
is influenced largely by the desire to render 
service, and is anxious to do so. If a policy 
is then well fitted to the case, there is strong 
probability that further policies can be sold 
to the same man in the future as his means im- 
prove. It is also desirable to leave interesting 
leaflets time to time, should be 
placed in unsealed envelopes addressed to the 
prospect. 


from which 


OPENING THE SALES-TALK 

In opening a sales-talk, it is a sign of inter- 
est for the prospect to do some of the talking. 
The agent should not try to say too much, and 
should avoid the appearance of being in a 
hurry. He should not begin quoting figures, 
but, on the other hand, can well tell how a 
policy has taken care of one or more of his own 
problems, and how he or other agents have 
solved the problems of other policyholders. 

Some of the features which may be stressed 
in word-pictures, as problems which can be pro- 
vided for by insurance in case of the death of 
the insured, are the payment of rent, the educa- 
tion of children, the paying off of mortgages, 
offsetting business losses, continuance of salary, 
interest earnings for beneficiary, etc. 

The agent can advise his prospect that he 
hasn’t called to sell him something, but that he 
wants to help him with one or more of his 
thrift plans, if he is disposed to discuss them. 
The disability benefits offered by certain poli- 
cies should also be emphasized. 

The booklet also lists several common ob- 
jections, and tells how they may be convincingly 
answered. 

Altogether, this booklet is a very helpful 
document, and will doubtless result in the writ- 
ing of much ordinary and intermediate busi- 
ness by industrial agents. 


Minnesota Mutual Sending Many Agents to 
National Association of Life 
Underwriters 

The Minnesota Mutual Life Insurance Com- 
pany will have about fifty delegates at the Chi- 
cago convention of the National Association of 
Life Underwriters on September 5, 6 and 7. 
At least about that number have qualified for 
the trip thus far. The Minnesota Mutual has 
offered any representative of the company who 
makes the $25,000 honor roll in May, June, 
July and August, and whose paid-for business 
from April 1 to August 31 equals or exceeds 
$100,000, a free trip to the Chicago conven- 
tion. 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. _ Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
SHREVEPORT, LA. 

















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


Two good personal producers may combine 
to get contract. 


If you cannot produce personally do not 
apply. 


Address West Virginia, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











An Enviable Reputation 


Great-West Life policies are planned on the broadest principle of service to 
policyholders. The company bears an enviable reputation for low expense 
rates, extremely low premium rates, and large profits to policyholders with com- 
plete provision for protection. 


For full particulars of rates and plans write to 


THE GREAT-WESTI LIFE ASSURANCE CO. 


HEAD OFFICE—WINNIPEG 











WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY = = « DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 


| 
| 








———————— 


MIDLAND LIFE INSURANCE COMPA 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 


and influential business men in Kansas City 


THE MANAGEMENT. Practical insurance men of long 


and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


experience 


THE TERRITORY. OKLAHOMA. 


The best territory 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretar 


a eg, 
THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the Worl 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $16,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 
B. A. Health Centers in Every City 
Summer Camps for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 
Supreme Record Keeper, Port Huron, Mich, 


EXCELLENT OPPORTUNITY 
tor Reliable, Energetic men to represent us in the states of 
{linois and Missouri with direct Home Office contracts. Liberal 





MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 





_ Doticies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADS 
Clarence J. Daly, President 


DENVER, COLORADO 








NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 

















WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory in the 
State of Michigan is ready for the right man. 


Address: 
Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, West Virginia. 














SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 
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BENEFIT 
Where insured under a fraternal benefit 
certificate failed to notify clerk of local 
amp of change to a more hazardous em- 
ployment and to pay additional assessments 
ys required by by-laws, the fact that clerk of 
the local camp discovered the change of 
insured’s occupation but continued to collect 
he premium, as previously, did not waive 
the forfeiture. The fact that the clerk was 


he World fom five to thirty days late in forwarding 
premiums collected by him to the office of 
the defendant-order, is not sufficient to put 
sich officers on notice that the insured had 
” in fact forfeited his rights under the cer- 
tificate. 
Suit was brought upon a benefit certificate 
issued by the defendant, a fraternal benefit 
| ciety. The change to a hazardous occupa- 
| Huron, Mic nD ¥ ey, ene Sete seve eer oS 
eh, tion had taken place about seven years prior 
to the death of the assured. The by-laws ex- 
states of pressly Provided that upon failure of insured 
Liberal [to notify clerk within thirty days of change 
f occupation and to pay the additional assess- 
NY ment of 30 cents on each thousand dollars in 
4 - - 20 7A “ I = 
dition to the regular assessment, “he shall 
ORADO tand suspended and this benefit certificate 
———__ shall be null and void. The clerk of the local 
kA RRS ' * i 
policy amp was informed that insured was employed 


the 


lY 


ae 





III 


4g a railroad flag-man several months prior to 
iis death, and notwithstanding such knowledge, 
continued to collect the premiums as he had 
forwarded 

the de 


done, and continuously 
the 


order, 


reviously 


them to sovereign officers of 


fendant from five to thirty days late. 


Held that this was not sufficient to put the 


sovereign officers on notice that the insured 
had forfeited his rights by failure to notify 
the clerk and pay the additional assessments. 


The laws of the order prohibited any waiver 

hy the local officer at the time the benefit cer- 

tificate was issued, and there was no waiver 

{ by the sovereign officers at any later time. 

| Judgment for the defendant affirmed. Allen 
ws. Sovereign Camp, W. O. M. (Sup. Court 

of Alabama), 96 South, 67. 

LIFE 

Where a statement in an application for 
insurance is fraudulent and material, and is 
made to induce acceptance of risk, the policy 
of insurance is void ab initio. Not necessary 
to have copy of application attached to 

Policy. 

As a defense to an action on the policy, de- 











F making of his application. 
} tained a provision that it should be void, if the 


tendant pleaded that as an inducement to issue 
the policy, plaintiff falsely stated in his written 
application that at the time of said application 


and prior thereto the applicant was not suf- 


fering from pulmonary tuberculosis, was in 
sound health and had not been under the care 
of any physician within two years prior to the 
The policy con- 





insured before the date had heen attended by a 
physician for any serious disease or complaint, 
or had any pulmonary disease. It appeared in 
the evidence that the insured had been treated 
periodically for tuberculosis for four or five 
years prior to time of his application, and that 


the doctor had told him that he had tubercu- 


losis. Another doctor stated that the insured’s 
death was caused by pulmonary hemorrhage 
from tuberculosis. 


The Court ruled that the question in the ap- 
plication as to attending physicians was mate- 
rial to the risk and that the insurance company 
had the right to know the name of any attend- 
ing The statements that 
he had not been under the care of a physician 


within two years prior to the date of his ap- 


physician. insured’s 


plication was fraudulent, material and made to 
induce acceptance of the risk. 

The fact that a 
tion is not attached to the policy is immaterial. 


correct copy of the applica- 


The Civil Code 1910, Sec. 2480, provided that: 


“Any verbal or written representation of 
facts by the insured to induce the acceptance of 
the risk, if material, must be true or the policy 


is void.” 
representa- 
the 


In deciding what is a material 
the 
case of Empire Life Ins. Co. vs. Jones, 14 Ga. 
App. 047. 


“A material representation is one that would 


tion following rules were cited from 


influence a prudent insurer in determining 


whether or not to accept the risk, or in fixing 
the amount of the premium in the event of such 
acceptance.” 


‘A failure to state a material fact, if not 


done fraudulently, does not void; but the wil- 
ful concealment of fact, would 


enhance the risk, will void the policy.” 


such a which 
Judgment for plaintiff in the lower Court is 
reversed. Metropolitan Life Ins. Co. S. 


(Ct. of Appeals of Ga.), 117 S. E. Rep. 106. 


7 
Shaw 


FIRE 

Failure of insurer to demand written ap- 
plication or to interrogate insured as to a 
chattel mortgage on insured property is not 
a waiver of provision avoiding policy there- 
for. Where a policy of insurance is written 
in standard form approved by state author- 
ity, policy is not construed against insurer. 


Policy was a standard one, and_ provided 
that it should be void if subject of insurance 
be or become encumbered by a chattel mort- 
gage. The insured property was so encum- 


bered at the time of issuing the policy. 

In a suit upon the policy, after a fire loss, 
the plaintiff contended that inasmuch as the 
defendant did not require a written application, 


did 


whether there was a chattel mortgage on the 


and not interrogate the defendant as to 
property, that it thereby waived the provision 
in the policy that it should be void, 1f there was 


such a mortgage. 
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It was, however, held by the court that waiver 
exists only where the company dispenses with 
the conditions with knowledge of the facts. 

Plaintiff also argued that it was unnecessary 
to disclose the chattel mortgage, in the absence 
of inquiry by the company; in other words, he 
relied upon the general rule that a policy of 
insurance should be construed most strongly 
against the company writing it. In this case, 
however, the State of New Jersey has provided 
a standard form of insurance policy and has 
enacted a statute that no other or different pro- 
vision, agreement, condition or clause shall be 
And as the policy was 
governmental 


a part of the policy. 


a standard approved by 
authority, the rule of construction against the 
As the 
stipulation against encumbrances was violated 


Judgment for the defend- 


one, 
insurance company does not apply. 


the policy was void. 
ant approved. 

Del Guidici vs. Importers & Exporters Ins. 
of New York (Ct. of Error and Appeals 
of N. J.), 120 At. Rep. 5. 

Insured’s right of action is properly on the 
policy and not on the award of referees. The 
amount claimed by insured must be proved 
by an award of referees unless arbitration is 
refused or waived by the insurer. The stand- 
ard fire policy providing that the award of 
referees shall be conclusive, when the parties 
cannot agree as to loss, requires notice to 
the parties with an opportunity to be heard 
and to present evidence before the referees. 


co. 


Several actions were brought against various 
companies to recover under certain 
policies of fire insurance. The defendant in 
each action set up that the plaintiff had made 
false and fraudulent statements of overvalua- 


insurance 


tion in her certificate of loss after the fire and 
that as the amount of the loss had been sub- 
mitted to referees in accordance with the pro- 
vision of the policy and the amount of her 
loss had been determined by them, no action 
could be sustained except upon the award of 
the referees. At close of plaintiff’s evidence, 
the defendant in each action moved for a non- 
suit, which was granted by the court. 

On appeal, the court held that these actions 
were properly brought not on the award of 
the referees but on the policy. The amount of 
damages is the only issue submitted to the 
referee and not the right of the insured to re- 
cover upon the policy. The amount claimed 
as due under the policy may be substantiated 
either by “proof” of actual loss or by a valid 
award of referees. 

The standard policy of fire insurance as set 
forth in the Maine statutes provides that in 
case the parties cannot agree as to the amount 
of loss, it dis- 
interested men, whose award as to amount of 
loss shall be conclusive and final. In the writ- 
ten agreement of reference in the policy, it was 


shall be referred to three 
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Public Accountant 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





| DONALD F. CAMPBELL 





CONSULTING ACTUARY 


3843 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


——— 
JAMES H. WASHBLRN, F.A.1.A 
r CONSULTING ACTUARY : 
IFE INSURANCE—Ordinary, Inte 
Group, Industrial and Special oo 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
mi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITy 

















Prominent Agents and Brokers 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 














LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
Auto- National Union New Amsterdam 
National-Hartford Casualty Co. 






Philadelphia Under- Indemnity Company 
writers of America 
Stuyvesant Automobile Insurance 


surance 
Fidelity-Phenix 
Insurance Underwriters 


BROKERS’ LINES SOLICITED 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 

















3 Cedar St. New York 





25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 





JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


Colcord Bidg., OKLAHOMA CITY, OKLA, 


























F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accewatasts 


THE BOURSE PHILADELPHIA 

















[SET SINE 
JNO. A. COPELAND 
Consulting Actuary 
Anteuatas JAS. R. cialis: 
322 HURT BLDG ATLANTA, GA. 
FACKLER AND FACKLER | 
DAVID PARKS FACKLER, F. A. S. A. SIGTENHORST 


EDWARD B: FACKLER, PF. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
50 BROAD STREET NEW YORK 
Telephone, Broad 2019 








y 
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CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 














MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service”’ 











ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. 
10 Jackson Place, N. W. 





NASHV 
pr venble mer A ere 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 








WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of losurance 


43 Cedar Street, New York 








W. H. GOULD 
ACTUARY & EXAMINER 


SYSTEM REVISION 


98 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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W. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 
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Fxaminers and Adjusters 
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SE 
Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performancer==W eshow 
results. Send for booklet o' references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 




















_———— 


Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelo 
Frank R. Ambler, Gen. Mgr 


erienced Investigators and Adjusters—Lia 
bike. Property Damage, Collision, Auto, Fire 
and Theft, Burglary, Plate Glass, Compensatior 














Adjuster 








————$—$———_—_————— 





Tel. Mulberry 2613 
NEW JERSEY CLAIMS 
Investigated and adjusted. All lines handled. 


Cooperation and quick results. Thoroughly 
conversant New York and Connecticut. 


J. L. CHEREPY 


Newark, N. J. 





Proctor Building 














Statisticians 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
céllation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











provided that notice of every hearing is to be 
given to each of the parties. 
The court held that the statutory. provision 


as to reference of the question of amount of 


damages required something more than a mere 
appraisement by the referees upon a view of 
the premises or such information as they saw 
ft to obtain. Notice should be given to the 
parties, with an opportunity to be present and 


to be heard. 

As the defendants had stated that they would 
not agree to a new reference or further hear- 
ine, the situation is now the same as if the 
arbitration had been refused by the defendants 
and plaintiff was entitled to recover such dam- 
ages as she had proved before the jury. 

Exception sustained and new trial ordered. 
Baker vs. Franklin Fire Ins. Co. (Sup. 
Judicial Ct. of Maine), 120 Atl. Rep. 53). 

The retention of an unearned portion of a 
premium after knowledge of forfeiture does 
not amount to a waiver as a matter of law. 


Breach of the iron safe clause requiring in- 
sured to produce a set of books and inven- 
tories for inspection of insurer will bar re- 
covery on the policy. Payment of the pre- 
mium by the General insurance agents is not 
the same as payment by the insured. Receipt 
and retention of an overdue premium by the 
insurer is a waiver of forfeiture for nonpay- 
ment- of the premium when due. But it is 
not a waiver of forfeiture for breach of the 
iron safe clause unless the receiving agent 
had authority to make such waiver. A notice 
that a fire policy “is hereby canceled” con- 
strued to operate according to the terms of 
the policy at the end of five days. 

The action was brought on a fire insurance 
policy by which defendant insured plaintiff’s 
stock of merchandise, store furniture and fix- 
tures for the amount of $2000. The provisions 
of the policy required the insured, (1), to take 
a complete itemized inventory of the stock on 
hand at least once a year and if not taken 
previous to the policy to be taken within thirty 
days from the issuance thereof; (2), to keep 
a set of books showing all purchases, sales and 
shipments; (3), to keep such books and inven- 
tories securely locked in an iron fire-proof safe 
at night and at all times when the building was 
not open for business; 

(4) In the event of failure to produce such 
set of books and inventories for the inspection 
of this company this policy shall become null 
and void, and such failure shall constitute a 
perpetual bar to any recovery thereon. 

Defendant alleged the failure by the plaintiff 
Defendant also 
alleged that more than five days before the fire 
the defendant notilied the plaintiff that the pol- 
After the alleged can- 
cellation the plaintiff paid over to a clerk in 


to observe these conditions. 


icy was canceled. 


the office of the general insurance agents of the 
defendant company the amount of the premium 
on the policy for one year. This premium was 
not repaid prior to the fire. 
appeal from the judgment of the 
plaintiff the court held that the receipt and 
retention of an overdue premium by the insurer 
is a waiver of forfeiture for non-payment of 
the premium when due, but it cannot operate as 
a waiver of forfeiture for breach of the Iron 
Safe Clause unless the receiving agent had 
authority to make such waiver and unless he 
knew of the breach at the time he received the 
Further, the mere retention of the 
unearned premium after though 
done with a knowledge of the forfeiture, does 
not amount to a waiver as a matter of law. 
The failure of the plaintiff to produce his 
books and inventories showing his business 
a bar to recovery on the policy. 
It appeared that the overdue premium of 
$41.80 was paid to a mere office clerk em- 
ployed in the office of the general insurance 
agents after notice of cancellation and, although 
the general agents had authority to waive com- 
pliance with the Iron Safe Clause, their clerk 
was not the agent of the defendant and could 
not bind the defendant by either an expressed 
or implied waiver of a forfeiture nor by re- 
instatement of a cancelled policy. 
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On an 


payment. 
forfeiture, 


would be 


Plaintiff claimed that the notice of cancella- 
tion was not effective, first, because the de- 
fendant did not return to the plaintiff the un- 
earned portion of the premium, and second, the 
notice was inoperative because it purported to 
be an immediate cancellation instead of one 
operative at the end of five days. The court 
held as to the first contention that, although 
the general agents had paid the insurance com- 
pany, this was not the same as payment by the 
insured. As the insured had not actually paid 
any money nor incurred any obligation to the 
agent, the insured would not be entitled to 
have any money returned to him. The notice 
merely declared that the policy “is hereby can- 
celed.” The objection to the form of the 
cancellation is without merit and such notice 
will be construed as operative according to 
the terms of the policy at the end of five days. 
Hanover Fire Insurance Company vs. Wood 
(Sup. Ct. Ala.), 96 South., 250). 





PROMINENT PATRONS OF LIFE 
INSURANCE 
New Edition of This Valuable Book Lists 
12,000 Names 

A brand new edition of “Prominent Patrons 
of Life Insurance” has just been issued 
by The Spectator Company. This publication, 
which has long been recognized as one of the 
best canvassing documents ever produced, is 
about double the size of the previous edition, 
containing the names of about 12,000 persons 
who each carry from $50,000 to $4,500,000 of 
life insurance. In addition, there are hun- 
dreds of letters from heavily insured people 
highly commending life insurance as a protec- 
tion and an investment. 

The new book also embraces a division de- 
voted to business or corporation insurance, and 
contains favorable opinions on life insurance 
and portraits of the president of the United 
States and members of his Cabinet, several ex- 
presidents and thirty-two State governors. 

The information is arranged by geographical 
groups of States, the cities and towns in each 
State being arranged alphabetically, and the 
names of persons located therein are shown 
in alphabetical order, with the amount of life 
insurance carried by each set opposite his name. 

In the partnership and business corporation 
insurance department, the same general arrange- 
ment is followed, the names and locations of 
concerns for which the insurance is carried be- 
ing listed as well as the names of the parties 
on whose lives the insurance is issued. 

In order to assure the accuracy of the in- 
formation, the publishers not only com- 
municated with general agents and agents 
throughout the country, thus securing thou- 
sands of new names, but sent personal letters 
to all policyholders listed. The book, there- 
fore, contains the most complete and accurate 
list of largely insured persons ever published. 

“Prominent Patrons of Life Insurance” con- 
tains about 400 pages of lists and letters, is 
well printed and durably bound, in convenient 
size for the pocket. Its price in limp cloth 
binding is $4, and in flexible binding $4.50, 
with liberal discounts for quantity orders. 
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The RESULT 
of Long Experience 


The current policy forms of the MUTUAL 
BENEFIT have been evolved from a long 
and carefully observed experience. They are 
liberal, they are equitable and they adhere 
closely to the basic principle which has dom- 
inated successive managements of this Com- 
pany for seventy-eight years, namely— 
MUTUALITY. They carry into effect the 
name of the Company which pledges the 
application of ‘‘the good of the whole to 
the affairs of each one.”’ 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 
Newark, New Jersey 











Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 


elaware 
President ; ’ : ; ; : : : Fi HENRY P. BLAIR 
Vice President ; : : : : s : ‘ JOSEPH SANDERS 
2nd Vice President (Agency Supervisor) . WILLIAM A. BENNETT 
< A ; - “ ALLEN C. CLARK 


Secretary ; : - 
: . GILBERT A. CLARK 


Actuary m ‘ - ; . a ; 
Main Office, 816 14th Street, N. W., WASHINGTON, D. C. 


STATE INSURANCE FUNDS | 


OPINIONS OF NUMEROUS PUBLIC OFFICIALS AND 
OTHER PROMINENT MEN AND ORGANIZATIONS 
OPPOSED TO 


GOVERNMENT OWNERSHIP OR OPERATION 
A 38-Page Pamphlet 


Containing such expressions by 


PRESIDENT WARREN G. HARDING, 
EX-PRESIDENT WOODROW WILSON 
United States Senators and Congressmen, 
State Governors, State Fund Officials, 
State Insurance Commissioners, 
Chambers of Commerce, Prominent 

Business Men and Others 


Compiled by the late 
HARRY B. BRADBURY 
Insurance Legal Expert 


PRICE, PER COPY, 25 CENTS 
$20 Per 100 $150 Per 1,000 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


























‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


(Gtton States 


LIFE INSURANCE CO-mevenis. 











THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 


JOHN C MAGINNIS, President 
J. HOWARD IGLEHART, Medical Director 


J. BARRY MAHOOL, Vice-President 











AGENTS AND BROKERS! ADD TO YOUR 
INCOME! 


LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


BY EDWARD C. LUNT 


A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 

Preliminary and General Topics Judicial Bonds 
The Underwriting of Fidelity Risks from Contract Bonds 
E ne ee a _ Depository Bonds 

nderwriting of Fideli onds from the aa 

Standpoint of the Obligee Fiduciary Bonds F 
Special Classes of Fidelity Bonds The Custody of Collateral Security 
Position Fidelity Bonds Prohibition Bonds 
Special Fidelity Bond Topics License and Permit Bonds 
Bailes Blanier Bonds Special Classes of Surety Bonds 
Public Official Bonds—General Consider;-  Automobile-Conversion Bonds 

A Diffident Word to Home Office Execu- 


tlons 
Public Official Bonds—Certain Important tives : 
Species of the Genus Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


An appendix contains a Tabular Index which is described as “First Aid to Agents,” and 
which, with notes, occupies 12 pages. It lists about all the important kinds of bonds that 
commonly come up in the day’s work, shows the classification of each, lists the page of the 
General Manual where it is treated and the section of this book where it is dealt with, and 
refers to notes giving general underwriting information about particular bonds. P 

Surety Bonds contains 370 pages of information which will be found of great service by 


surety underwriters, agents and brokers 


Price per Copy, $2.50, Delivered. Discounts in Quantities. 


THE SPECTATOR COMPANY 


Selling Agents 


CHICAGO NEW YORK 

















